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INTER-STATE BUSINESS MEN’S 
ACCIDENT ASS’N. 
Brown Hotel Bldg., Des Moines, Iowa. 
Gentlemen: 
Kindly send me complete information regarding a 
jrofitable agency connection with your Ass sociation in 
illinois (], Michigs an L], Indiana [_|, Ohio [_], Pennsyl 
vania [_], Vermont | 
I have checked the state in which I am interested in 
obtaining this agency connection. 


AS US Se a eer 


Delaware [_] 

















INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Phe Oldest Organization of its Kind in America 
BEOWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sece’y-Treas. 
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HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


Royal established reputation attracts busi- 
ness. Continued right observance of con- 
tract obligations renews it. 
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“PERFECT 2 
PROTECTION’? 


fa 
OUR | 
SERVICE 
COVERS 
THE 1 + ape 
COUNTRY , \ 
; 5 - a. 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 








More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 








— 


Reliance Life Insurance Company 
PITTSBURGH, PA. 
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NATIONAL CONVENTION OF INSURANCE 
COMMISSIONERS 


Hon. John C. Luning, Florida, Elected President--Story of 
the Sessions 


[SpecrAL Disparcit FROM A STAFF CORRESPONDENT] 


‘ 
f 
; 
& 
i 


PEATTLE, WASH., August 1.—Tuesday’s paper in which he discussed the reserves for total disability 
sessions were late in starting, owing to an and non-cancellable accident and health policies. He detailed 
early morning visit by the delegates to the — the history of disability clauses and the practices of life imsur- 
steamship President Grant, which is lying ance companies in connection therewith leading up to the 
in the harbor here. The first number on — question of the adequacy of the Hunter disability tables, which 
the program was a paper by H. Pierson are at present in general use for the computation of premiums 

7 . . 2 - . - . 
Hammond, giving a complete history of and reserves on this class of business. 
the events leading up to the adoption in He pointed out that the tables were computed for use in 
the convention blank of the gain and loss exhibit. A complete connection with premium waivers, and did not contemplate 
summary of this is given on another page the present practice of annuity benefits, 
of this issue of Tre Spectator. lollow- which add heavily to the moral hazard. 
ing the reading of Mr. Hammond's excel- NEW OFFICERS Neither did it contemplate the present- 
‘lent paper, the convention went into com- President—Hon. John C. Luning, day liberality in interpreting liability. He 
mittee of the whole to discuss the value of sng 7 7 also stated it is his belief that the sick- 
; a ‘ First Vice-President—Hon. Samuel W. See ; : ; : 

the gain and loss exhibit. McCulloch, Pennsylvania. ness rate has materiaily increased in this 
ae ee Second Vice-President—Hon. Bruce T. : eo. We snes: ieninbiia tanita 
J. UD. Craig, actuary of the \Jetropon- Bullion, Arkansas. country. rom these premises he con- 
tan Life of New York, advanced the Secretary—Hon. Joseph Button, Vir- cluded that the present tabies are inade- 
; PORE MEPS ginia. a a ai : A 2: 
thought that the true value of the exhibit Civsivrnan. of the Macentive. Commitioe quate. He argued that there is good 
is nil in so far as the company is con- —Hen. W. N. Van Camp, So. reason for the inclusion of disability 

y Dakota. : 





insurance with life insurance, thus giving 








cerned. [le said that it costs the Metro- 
politan about S6000 a year. Henry F. complete personal protection in one con- 
Tyrrell, representing the Northwestern Mutual Life of Mil- tract and making it possible to acquire the business at a low 
waukee, read a letter from M. J. Cleary, vice-president of the cost. He also discussed briefly the need for an inquiry into 
company, to the New York department, stating clearly that he | the question of reserves on non-cancellable accident and health 





regarded the exhibit as of great value in its present form, and _ policies. 
that he would regard its abolishment as a backward step. The Commissioner John M. Scott of Texas read a brief paper on 
report was referred to the executive committee for further ways and means of preventing evasions of the resident agent’s 
action at the December meeting. law. 

Howard P. Dunham, Commissioner of Connecticut, read a (Continued on page 37) 
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THE MAKING OF THE HIRE INSURANCE RATE 


Ldward f. Hardy, Issistant Manager; Vow York tive Insurance Ixchauge > 
Thirty-Second Article 


Thursday 








last week) 


The Standard Universal Schedule for Rating Mercantile Risks 


This was done, but I felt that this or any other radical change in the 
general scheme of the schedule would meet unfavorable action, for it 
was eminently fitting that Mr. Moore’s scheme as a whole should be 
maintained and approved. Such was the outcome. My resolution was 
rejected and the schedule in its entirety approved. 

As I look back over the work that was accomplished, and the discus- 
sions which led up to the various decisions, it is quite plain to me that 
Mr. Moore believed and intended to found his schedule upon the ex- 
perience of the companies. He devised the system of classification that 
was printed by the National Board in 1894, and at that time expressed 
his willingness, on behalf of the Continental, to be one of not more 
than twenty companies, if necessary, to adopt and carry into effect such 
classification. That classified experience was strongly in Mr. Moore’s 
mind will be evident from the following quotations from different parts 
of his work. For instance, he stated in one place: “‘The committee 
have not only carefully considered the actual experience of the last 
five-year period in fire cost per $100 of insurance, but they have also 
secured concurrent expert opinion as to charges.” Again, he stated 
that “A proper schedule for correctly measuring fire hazard can only 
be secured by conference of companies for combining their experience” 
and again he explains: “The plan or scheme on which the committee 
have framed the schedule has been to secure a rate on which the fire 
cost of the past five years per $100 of insurance would result in such 
percentage of the premium as with an allowance for proper expenses 
* * * * would leave a profit of five per cent.” 

With the passing of the years I find my recollection of the details 
of the work of Mr. Moore’s committee more or less dimmed, but I look 
upon the use of the Universal Mercantile Schedule as having accom- 
plished a mighty work in the progressive course of fire underwriting. 

Mr. Moore was more than the ordinary man whom we meet from 
day to day. With a commanding figure and fine Christian character, 
his courtly yet genial manner, his gift of persuasive expression and 
eloquence of speech marked him as a leader, while his intense and 
thorough study of the principles of fire underwriting bore fruit in a 
success which was second to none. 

Yours very truly, 


E. G. RicuHarps. 

The records are not complete as to the length of time which 
was devoted to the preparation of the schedule; it was cer- 
tainly some months if not some years. There were five trial 
editions of the schedule, which were put out for the purpose 
of securing as widespread comment and criticism as possible 
The final, or sixth edition, which is 
was published in 


of the proposed work. 
practically the form in which it is today, 
1892, and almost immediately thereafter began to be applied. 
It would be well to recall that rating in the United States at 
the time this schedule was brought forth was distinguished for 
its localism. It is true that the approach to the problem was 
along similar lines to a great extent, but, nevertheless, there 
were sufficient variations, so that the feature of localism may 
be said to have distinguished the rating condition at the time 
this schedule was completed. This was natural, because the 
attempt to rate by a central body the whole country had broken 
down, because, at that time at least, the problem was too large 
for a central body to handle. This schedule then represented 


the changed attitude in a measure from that of localism. In 


other words, it was another method of getting back to one 


system of rating; it was an attempt to harmonize the different 
local schedules by taking the best from each, adding good 
things thereto and then putting the schedule out for general 


use. 


FraNxcis C. MoorE Was COMMITTEE CHAIRMAN 


The chairman of the committee which drafted this schedule 
was Francis C. Moore. Mr. Moore was connected for some- 
thing like forty years with the Continental Insurance Company 
and was president of the company when he retired in 1903. 
The matter below is taken direct from Mr. Moore’s statement 
of the basic principles involved in this system of rating. 

What I regard as its essential harmonies and principles, which it 
seems to me should be recognized in any system of computing fire in- 
surance rates, no matter what changes be made in the individual charges 
for faults of construction, hazards of occupancy, ete., and no matter 
what changes be made in the percentage reductions for extinguishing 
appliances: 

1. A base rate for a city computed in detail, which should recognize 
only the features of fire extinction common to all risks. 

2. A rate for a standard building, the description of which should 
enumerate every advantageous feature, in order that it may be educa- 
tional and available as an answer to builder or architect as to how to 
build to secure a low rate. But these features should not all be recog- 
nized in the schedule by charges as deficiencies from the standard, some 
of them being recognized by deductions, for two reasons: 

(a) Some, like self-releasing floor beams, fire stops, wire lathing, 
etc, ete. occur so seldom that it would entail unnecessary labor on 
the part of the rating expert in 95 cases out of 100. 

(b) Because, being so rare, the companies would lose money if over- 
looked in making charges on 95 risks out of 100, whereas if treated 
as deductions the companies would gain by oversight. 

3. Rates must recognize a greater difference between the stock and 
its building in the case of good building risks than in the case of poor 
building risks. 

4. Exposures must be charged differently for a building and _ its 
contents, if there is a difference, as there usually is. 

5. Recognition of individual fire-preventive and _fire-extinguishing 
must be recognized by percentage deduc- 
In this way any new ap- 


appliances, watchfulness, etc., 
tions, and not by fixed charges for absence. 
pliance can easily be provided for. 

6. Maximum allowances must be named for a combination of ap- 
pliances, especially where a number of remedial agencies are provided 
of a similar character. [or example, automatic fire alarms and watch- 
men are of the same nature. Otherwise, a property-owner might claim 
100 per cent reduction for appliances which, though each good in its 
way, become surplusage by combinations. 

7. The charges for the following features of a building should be 
the principal ones—area, height and openings from floor to floor. 

It seems to me that any system of rating which does not recognize 
the foregoing must he wrong. It is possible, not probable, that ex- 
perience may show changes to be necessary in the individual charges, 
but the principle cf rating should be the same as above. 


(To be continued ) 
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SHOEMAKER, STICK TO YOUR LAST! 
N connection with the Princeton Uni- 
| versity case, as brought up so vehe- 
mently by some officials of the National 
Association of Life Underwriters at the 
Los Angeles convention, a pertinent ob- 
The members 
of the National Association, so far, have 
not hesitated to branch out of their legiti- 
mate field of writing life insurance to 


servation may be made. 


enter a distinctly foreign avocation, pub- 
lishing and bookselling, in competition 
with old-established, independent insur- 
ance publishers; thus figuratively taking 
the bread out of the mouths of those who, 
by every ethical standard and by every 
principle of non-interference, are rightly 
entitled to it, and who daily and weekly 
serve the interests of the association and 
its members. In the face of this, the in- 
dependent publisher has kept silent and 
has gone on rendering an increasingly 
useful service to the insurance agent, to 
the insurance companies and to the pub- 
lie at large. 

The publishers of an established in- 
surance business paper organizing a life 
insurance company and launching out 
into the insurance field, as competitors 
of the present life insurance companies, 
would establish a ground for just criticism 
by the 


association and its members. 


Now some of those in the National As- 
sociation, apparently without an impartial, 
Comprehensive and sufficient investigation 
of the facts, seize on the Princeton Uni- 
versity affair and clamor that the bread is 
being taken out of the mouths of life in- 
surance agents, members and non-mem- 


bers of the association, by appointment 
of an agent at the university whose work, 
in the last analysis, may help life insur- 
ance generally and who, if he performs 
his duties adequately, will be doing 
something that others, in the past, would 
or could not do. If it is wrong for the 
university to sanction an insurance 
agency on its campus, it must also be 
borne in mind that the National Associa- 
tion boasts of a growing and successful 
publishing business which it has reared, 
although its members are pledged as life 
insurance workers whose efforts are sup- 
posed to be devoted exclusively to the 
sale of life insurance. Apparently, from 
the viewpoint of some members of the 
National Association, it all depends on 
“whose ox is being gored.” 

FEW days ago the newspapers told 

of the payment of a State Inheri- 
tance Tax to the State of New York, of 
$728,233, by the administrators of the 
estate of a woman who recently died. 
This inheritance tax was paid in cash, 
notwithstanding the fact that the will 
was being contested, and the Federal 
Estate Tax Law will take another big 
slice from the estate, while the fees of 
fifteen lawyers engaged in the contest 
will also add heavily to its expenses. 
It will be remembered that President 
Coolidge, in commenting upon the in- 
come tax bill which recently became a 
law, spoke most unfavorably of the 
raising of the maximum estate tax to 
40 per cent, stating that “Where there is 
added to this the inheritance taxes levied 
by the State, it amounts to a practical 
confiscation of capital.” He further crit- 
icized the bill, saying: “To meet these 
taxes, executors must 
forced sales of property with a general 


realize cash on 
lowering of all values on which the 
credit structure of our country is based 
and diminishing the very source from 
However, 
much as they may be criticized, the 
Federal and Taxes 
exist and must be met when due. The 
most sensible way of providing for these 


which this revenue comes.” 


State Inheritance 


taxes, which come due at death, is to 
provide life insurance sufficient to meet 
them, which also comes due at death. 
Educating all people who possess consid- 
erable means to this way of providing for 
these taxes should be a primary object in 
the program of every life agent. 


5 


LIFE 


ASSOCIATION OF 
UNDERWRITERS 
HE unanimous opinion among those 
who were fortunate enough to at- 
tend the recent annual convention of the 
National Association of Life Under- 
writers, at Los Angeles, was that it was 
a very successful event, and one which is 
sure to produce profitable results for 
those observing and utilizing the many 
good ideas thereat. Not- 
withstanding the absence of President 
Graham C. Wells, because of illness, and 
of some other Eastern men who custom- 
annual 


NATIONAL 


presented 


arily attend the association’s 
meetings, there was a gratifying attend- 
ance and the enthusiasm among those 
It was a great 
within 


at the sessions ran high. 


opportunity for agents living 
reaching distance of Los Angeles, and 


many hundreds availed themselves of it. 


The importance attained by monthly 
income insurance was attested by the 
fact that a whole session was given up to 
this form of protection, which now oc- 
cupies a prominent place in the program 
presented byevery live agent to his 
prospects. While all agents naturally 
desire to write as large policies as pos- 
sible, still the fact was emphasized that 
the small policy is not to be despised, 
and, in fact, constitutes the backbone of 
the business. It is much better to start 
a prospect with an amount of insurance 
that he can comfortably carry, and then 
induce him to increase it from time to 
time as he becomes able to carry more, 
than to sell him, at first, an amount which 
is really too large for his means, so that 
it is likely to soon go off the books. 

The presence at the meeting of a num- 
ber of leading writers of the country, 
and their helpful suggestions drawn from 
their wide experience, added greatly to 
the value of the sessions, and the playlet 
presented was so effective that it is hoped 
that something similar thereto will be 
incorporated in the programs of future 
meetings. 





Opportunity Open 

On another page of this issue of THe Spec- 
TATOR there appears the advertisement of a life 
insurance company seeking a field manager. 
Those who are in search of such an opportu- 
nity should read this notice and send their reply 
to the address given. Some of the most successful 
men in the business made their original connec- 
tion through response to such an advertisement. 








Life Insurance 








KANSAS CITY LIFE CELEBRATES 


New Home _  Office—President 
Reynolds Honored 


Opens 


Preceded by a three days’ conference of its 
star producers from twenty-eight States, the 


Kansas City Life, Kansas City, on August 
first dedicated its new home office building 


with appropriate ceremonies lasting all after 
noon and evening. The event bore evidence of 
proper recognition of its importance by other 
business and financial houses of Kansas City, 
in the large number of handsome floral de- 
signs sent by them and in the flow of prom- 
inent visitors who came personally to express 
their pride in the accomplishments of the 
company. 

The agency meeting was the best yet held 
by the company, being attended hy 210 who 
qualified, accompanied by 100 ladies. The ses- 
sions were held in the assembly room in the 
new home office. Six meetings were held, de- 
voted to constructive salesmanship. There 
were no fewer than thirty-five special talks 
given by specially qualified men of the force. 
Every constructive phase of life insurance was 
handled ably by an expert. 

At the opening session the visiting agents 
presented President Reynolds with applications 
totaling $2,300,000 of complimentary 
business secured to celebrate the occasion. 
This total brought the agency production of 
business up to quota, the 
eighty-six millions for the calendar year. 
The event was also the celebration of Presi- 
dent Reynolds’ twentieth anniversary with the 
company. 


new 


allotment being 


MARYLAND GUARDSMEN INSURED 


Metropolitan Life Gets Group Contract for 
$7,000,000 

The National Guard of Maryland, following 
the example set by the State of New York 
recently, has taken out group life insurance on 
the lives of its members. The contract was 
signed by Adjutant-General Milton A. Reck- 
ford on Thursday of last week, and the certifi- 
cates will total $7,000,000 on 3100 guardsmen. 
The insurance will be put in force after a 
referendum has been taken. Privates will be 
protected for $2000, non-commissioned officers 
for $3000, and commissioned officers for $4000. 
Premiums on the policies are to be deducted 
from the military units by the paymaster. 


Richmond University to Have Insurance 
Course 

RicHMonp, Va., August 4.—Announcement is 
made at Richmond that the Richmond Univer- 
sity, a school owned by the Baptist denomina- 
tion, will include courses in various branches of 
insurance as a part of the curriculum of its 
division of commerce and finance, in charge of 
BSB: The division of com- 
merce and finance is very much on the order of 
the course offered at the Wharton school, 
affiliated with University, Mr. 
Harris holding a diploma from the Wharton 
School. 


Harris, director. 


Pennsylvania 
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AGENTS ON OUTING 


Life Insurance Company of Virginia Sends 
$200,000 Club on Trip 

RicuMonp, Va., August 4.—The first two- 
hundred-thousand-dollar club trip offered by the 
Life Insurance Company of Virginia to its 
agents is in progress this week. The party set 
out from Washington, Sunday afternoon. Its 
itinerary includes: Buffalo, Niagara Falls, 
Montreal, Quebec, points in upper New York 
and New York city. The trip will cover eight 
days. The home office is represented by F. E. 
Hall, superintendent of ordinary agents; R. B. 
Pegram, industrial supervisor, and S. C. Chand- 
ler, traveling instructor of ordinary agents. 


=== 


Joseph Curtis, license clerk of the Virginig 
3ureau of Insurance, accompanied the party 


Gets National Union Life’s Business 

OKLAHOMA City, OKLA., August 2.—The 
business of the National Union Life Insuratie 
Company, which was recently placed in the 
hands of a receiver, has been transferred to the 
American Insurance Union of Columbus, 0, 
by the approval of the Oklahoma county (js. 
trict court, the Oklahoma Insurance Comps. 
sioner, and the Ohio Insurance Commissioner. 
There were $28,000 unpaid claims listed againy 
the company, it had $1500 assets listed, and had 
one million dollars of business in force. 








Whole Life Policy with Half-Rate 
First Five Years 





annual dividends. 


annual dividends. 


at a very low cost. 











The annual premium, at age 35 nearest birthday, for 
$10,000, will be $130.50 for the first five years, less 


After that the annual premium will be $261, less 


This full premium comes to a little more than the 
regular Whole Life premium at the present age, but 
is less than the regular premium at age 4o. 


Therefore, not only will there be protection for five 
years at this half-rate but future premiums will then 
be less than the regular Whole Life policy. 


This new policy is issued on the Monthly Income plan 
if desired and also with Accidental Death Benefit and 
Disability Income Provision, separately or combined, 


Insurance Company of America 
EpwarpD D. DuFFIELp, President 
Home Office, Newark, New Jersey 


The Prudential 
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PRINCETON UNIVERSITY CASE EXPLAINED 


Full Facts and Correspondence Indicate No Evidence of Rebating 


PRESIDENT DUFFIELD GIVES HIS VIEWS 


Head of Prudential Sees No Violation of Ethical Standards of N. A. L. U.—New York 
Life Records Show Legitimacy of Agent’s Appointment 


By W. Eucene Roescu 


The Princeton University case, in respect to 
yhich the National Association of Life Under- 
writers adopted a condemnatory resolution at 
its recent Los Angeles meeting, has created 
some discussion and not a little comment. The 
eitire proceedings regarding this resolution 
were published in last week’s issue of THE 
Spectator and the attitude of some officials of 
the National Association was made clear. In 
order to arrive at a full estimate of the facts in 
this staff representative of THe 
SpecraTor Called at the offices of the New York 
Life Insurance Company, whose agent was ap- 
pointed to handle the contracts involved, and 
was there shown all the records bearing on the 
case and was given a complete outline of the 
situation. It was declared by executives of the 
New York Life that all the data pertaining to 
this were readily accessible and would willingly 
be exhibited to anyone possessing the proper 
authority. In addition, an interview was ob- 
tained with President Edward D. Duffield of 
the Prudential Insurance Company of America, 
who is a trustee of Princeton University, and 
his opinion was requested. As a result of these 
endeavors, THE SpEcTATor, in this article, pre- 
sents an authentic and comprehensive review of 
the entire question, together with much perti- 
nent correspondence between the parties. 


the matter, 


Previous EXPERIENCES 
It is obvious that insuring the lives of mem- 
a college or uni- 
entails an 
part of 


bers of the graduating class of 
favor of the institution 
amount of 
the agent. The 
group 


versity in 
work on the 
insurance is not 
but generally in the 
dividual endowment contracts, each indepen- 
dent and often separate medical 
examination. In the past, when such insurance 
has been taken out through a local or general 
agent, acting on his own initiative, the result has 
not been all that could The fact 
that, after graduation, the class scatters to every 
section of the and its members enter 
almost every walk of life, means that the agent 
must devote more time to the business than 
usually he can or is willing to appropriate. As 
a consequence, payments on the policies are 
olten delayed, and are frequently discontinued, 
thus defeating the aim of the insurance and 
Causing an unnecessary amount of trouble and 
expense to both the company and its agent. 
The altruistic theory of life insurance service 

upon which the success of the business oeiea, 
has not been best served by such methods. Bear- 
ing this in mind, the 1924 graduating class of 
Princeton University, having decided to take 
out life insurance in favor of its Alma Mater : 
came to the conclusion that one man should be 
chosen to devote a major portion of his time 


extraordinary 


issued as a 


policy, form of in- 


requiring a 


be desired. 


country 


to the matter, with the idea of rendering the 
most efficient insurance service. 


Tue First Proposition 

Early this year the matter was taken up with 
various life insurance companies and the New 
York Life offered the proposition that, if suc- 
ceeding classes would insure with that company, 
it would establish an office at Princeton Uni- 
versity in charge of a salaried employee. If, 
however, there was not a reasonable expectation 
of subsequent classes insuring in the New York 
Life, the company did not feel justified in de- 
fraying the cost of a permanent office on the 
campus, but would lend any assistance other- 
wise possible. The company’s broad stand is 
perhaps best shown by the following letter, 
written by L. Seton Lindsay, Superintendent 
of Agencies of the New York Life, to Whitney 
Darrow, chairman of the Princeton Graduate 
Council committee: 


January 25, 1924 
Whitney Darrow, Esq., 

c/o Chas. Scribner’s Sons, 

Fifth Avenue and 48th Street, City. 


My Dear Mr. Darrow: 

I had the pleasure of meeting Mr. David H. 
McAlpin at the time he was a senior at Prince- 
ton and in connection with the members of the 
class taking out insurance in favor of the Uni- 
versitv. The matter was handled very success- 
fully and to the satisfaction of all concerned 
so far as I know. 


Some time later I had the pleasure of a con- 
ference with Mr. McAlpin here in New York 
concerning the opening of an insurance bureau 
by the company at Princeton. He seemed very 
much interested in the matter and I took it up 
with Vice-President Buckner of this company, 
getting his approval to our program. 

I now hear from Mr. McAlpin that you are 
the chairman of the Princeton committee to 
make recommendations as to the best plans for 
the class of 1924, and at Mr. McAlpin’s sugges- 
tion I am writing you restating the plan that I 
suggested to Mr. McAIpin. 

As I uuderstand the situation it has become 
a well-recognized custom at Princeton for the 
members of the graduating class to take out 
20-year endowment insurance, with a view to 
making a gift or endowment upon the occasion 
of their twentieth class reunion. Heretofore 
this business has been handled by different 
companies and there has been a great deal of 
work involved, both for the companies and for 
the various committees of classmen, in ne- 
gotiating the insurance and in keeping track of 
the payment of the premiums, ete. 

I suggested that if we were given the busi- 
ness of the 1924 class, and the “reasonable eXx- 
pectation—providing our services proved en- 
tirely satisfactory—of obtaining the business of 
future classes, we would undertake to rent a 
small office in Princeton and install therein a 
salaried man, possibly some under-graduate. 
Then we would make this office a bureau for 
distributing information on life insurance, not 
confining the work purely to the New York 
Life, but taking up the question of insurance 
on broad lines from two angles—the advantages 
of insurance for endowment purposes for the 
college man, and the opportunities for young 
men to go into the insurance business. 

In addition to this, we would handle at the 
bureau, free of charge to the graduates or un- 
der-graduates, all the clerical work and ma- 
chinery both for the writing of the graduating 
class for insurance and taking care of premium 
collections for the present class and for the 
classes that have already graduated; collecting 
the premiums from the various class members, 
not only in the two classes that have bought 
their insurance from the New York Life, but 
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wherever desirable we would also collect the 
premiums on the group policies taken in other 
companies, taking care of said collections and 
making remittances to the companies. 

There must be quite a large amount of routine 
and detail work in connection with the collec- 
tion of renewal premiums on these various poli- 
cies, and as the years go by this work will be 
constantly increasing. With a bureau of this 
kind established the graduate and under-gradu- 
ate men would be relieved of a great deal of 
work, The work would probably be done more 
eficiently, yet the control and direction of the 
matter would be entirely in the hands of the 
graduates and under-graduates in so far as the 
group policies were concerned. 

We would promise to continue this service so 
long as the graduating classes continued to give 
us whatever insurance was taken out each year. 
Should at some future date a class decide not 
to give the New York Life the policy, then, of 
course, we would reserve the right ‘to discon- 
tinue the service. 

It is a little difficult in a letter to cover all 
the advantages that I believe I can see that 
would accrue both to the University and the 
graduates and under-graduates through an ar- 
rangement of this kind. I should, however, he 
very glad to discuss the matter further with 
you, if you are interested and feel that there is 
merit in the proposition, 


Yours very truly, 
L. Seton Linpsay, 
Superintendent of Agencies. 


SUBSEQUENT ACTION 
Acting upon the contained in 
Mr. Lindsay’s letter, the Princeton graduating 
class adopted the idea of a permanent life in- 
surance office (in charge, however, of a former 
student) on the grounds and said that, because 
of its fair and helpful attitude, the New York 
Life would be the company in which this year’s 
policies should be written. It was made clear 
that subsequent classes would decide for them- 
selves regarding the company in which future 
writings would be placed. The New York Life 
thereupon withdrew its offer of a salaried em- 
ployee and the Princeton Graduate Council de- 
termined that Gordon G. Sikes, a graduate of 


suggestions 


the class of 1916, who had been acting as paid 
secretary, should be chosen to handle the busi- 
ness not only for this 1924 class, but for the 
succeeding classes or until 
tendered his resignation. 


such time as he 
He was to act as an 
independent producer, was not to be interfered 
with by the University authorities, and was to 
pay the expenses of a permanent office himself 
out of the commissions of the business. In 
consideration of the fact that Mr. Sikes could 
hot do this and also devote as much time as 
“ormerly to the University’s affairs, a reduc- 
ton of salary on an equitable basis was agreed 
nlp and it was decided that the commissions 
on the endowment policies should go to him di- 
in as legitimate payment for his insurance 
Services, 


Mr. Srkes’ AGREEMENT 


The New York Life Insurance Company 
‘hen communicated with Mr. Sikes and, after 
mature consideration of the matter and a care- 
ful weighing of the issues involved, made an 
agreement, properly defining the status between 
the company and its agent as follows: 








THE SPECTATOR. 





April 10, 1924. 
Mr. Gordon G. Sikes, 

Office of the Secretary, 

Princeton University, Princeton, N. J. 

My Dear Mr. SIKEs: 

[ have been informed by our Mr. Morton that 
there appears to be a decided probability that 
we may be fortunate enough to receive the busi- 
ness of the 1924 graduating class of Princeton, 
these policies to be written on the 20-year 
endowment plan payable by twenty annual pre- 
miums for amounts ranging from $2co up to 
$1000. Providing 70 per cent of the members of 
the class apply for these policies, we are willing 
to waive all medical examination for the 
amounts stated above. Where policies are 
taken in excess of $1000, a medical examination 
would be necessary. 

_ It is our understanding that you, in return 
for the commissions on this business, will at- 
tend to all the work that may be necessary in 
obtaining signatures to the application forms, 
collecting the first year’s premium and assist- 
ing us with the collection of the second year’s 
premium. You will also, I understand, assist 


Epwarp D. DuFFIELD 
Prudential 
America 


President, Insurance Company of 


us where necessary in the collection of premiums 
atter the second year. 

lor services rendered as described above, the 
company will pay you a commission of —— 
ner cent on the premiums for the first year of 
insurance paid in cash to and received by the 
company on said policies, and in addition there- 
to, a renewal commission of ——-— on the pre- 
miums for the second year of insurance paid in 
cash to and received by the company on said 
policies. 

Kindly attach your signature at the foot of 
this letter as evidence that this arrangement is 
satisfactory. 

Yours very truly, 
L. Seton LInpsay, 
Superintendent of Agencies. 

We hereby agree to and concur in the above 
agreement: Stephen K. Little, John Forman, 
A. Sumner Gambee, David W. Kendall, Nor- 
well B. Samuels, James R. Cutting—Graduate 
Council Committee. 

I hereby approve and accept the foregoing— 
Gordon G. Sikes. 


\ 
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The next step taken by the New York Life 
Insurance Company was the dispatch of a 
requisition for an agent’s license, in the name 
of Gordon G. Sikes, to the Hon. Edward 
Maxson, Commissioner of Insurance and Bank- 
ing for the State of New Jersey. 
was granted and issued. 


The license 


No Resatinc INvoLvED 
In order that there should be no possible op- 
portunity for rebating, the New York Life In- 
surance Company then required and received 
from Mr. Sikes the following sworn statement: 


Princeton, N. J., May 22, 1924. 
CoLLEGE ENDOWMENT INSURANCE 
PRINCETON UNIVERSITY—CLASS OF 1924 

I Heresy Deciare that these applications to 
the New York Life Insurance Company were 
secured by me personally, and that I have 
no understanding or agreement with any other 
person, directly or indirectly, as to commissions 
or compensation thereon. 

I FurtHeR DECLARE and agree that I will not 
repay or allow, directly or indirectly, any com- 
pensation or commission at any time upon this 
case. 

I Furtuer Decrare that I have not paid 
or allowed, or offered to pay or allow, or 
agreed hereafter to pay or allow, and I agree 
that I will not pay or allow, either directly or 
indirectly, any rebate of premium in any manner 
whatsoever, to said applicants, or to any other 
person. 

It is distinctly understood and agreed that 
none of the commission I received in connection 
with this business shall be returned, directly or 
indirectly, to any members of the class or to 
the class fund. 

Gorpon G. SIKEs. 


Heartnc BEerorE THE NEW JERSEY 


CoM MISSIONER 
Following this, the National Association 
of Life Underwriters then took up the 


matter and filed a complaint with the New Jer- 
sey commissioner regarding the issuance of the 
policies. | Acting upon this, Commissioner 
Maxson requested that the New York Life In- 
surance Company attend a hearing in his offices 
for the purpose of getting at the true facts in 
the case. He also requested that, pending the 
hearing, the New York Life refrain from issu- 
ing any of the policies. This the company did 
and it also appeared before the commissioner. 
After a mature consideration of all the angles 
of the problem as seen from a legal aspect, 
Commission Maxson withdrew any opposi- 
tion and permitted the issuance of the contracts 
to go forward. At no time did the commit- 
tee of the National Association of Life Under- 
writers review the correspondence and con- 
duct a complete and impartial investigation of 
the question, although the opportunity was given 
it to do so. The foregoing paragraphs con- 
clude the facts on this angle of the case. 


President Duffield’s Opinion 

Knowing that President Edward D. Duffield, 
of the Prudential Insurance Company of Amer- 
ica, was a trustee of Princeton University, and 
being aware that he was thoroughly informed 
regarding the action of the National Association 
of Life Underwriters, the procedure of the 
New York Life and the attitude of Princeton 
University, this staff representative of THE 
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LIFE INSURANCE 


By William Breiby, F.A.S. 
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Spectator called on him at his spacious office 
in the Prudential Building in Newark, N. J. 
In his consideration of the subject, President 
Duffield displayed the same broad-gage view 
point and breadth of comprehension which have 
made him one of the greatest life insurance 
company presidents in the United States. The 
basis of the interview was the charge made by 
Graham C. Wells, then president of the National 
Association of Life Underwriters in a letter 
written to the chairman of the Graduate Coun- 
cil of Princeton University, and worded, in 
part, as follows: 


The action of the Graduate Council, published 
in the Princeton Alumni Weekly of May 28, 
1924, makes public a matter that life under- 
writers cannot ignore. In effect, it is at best 
a sharp plan of a great university to evade, if 
not violate, the rebate laws that exist in almost 
every State. Whether an actual violation of 
the laws of New York or New Jersey, or 
whether it violates only the spirit, life under- 
writers, I am sure, cannot ignore the conduct of 
a great university which, if unchecked, will un- 
doubtedly spread to other colleges, in teaching 
hundreds, if not thousands, of the college youth 
of the country a sharp, shrewd way of evading 
not only business ethics but law. 


Not a ONE-CAsSE APPOINTMENT 
Having had the accusation of the National 
Association read to him, and being asked his 
opinion of the allegation that the choice of 
Mr. Sikes by the New York Life was a “one- 
case” appointment, President Duffield replied: 


Let me say at the outset that no man living 
has a greater desire to see the ethical standards 
of the National Association of Life Under- 
writers observed. They have done a great deal 
for the business of life insurance, and I would 
do almost anything to safeguard the interests 
of the National Association if I thought the 
association had been wronged. But in this case, 
as I see it, there has been a total misconceptioon 
of what occurred. This is not, in any sense, a 
one-case appointment. It is not a question of 
issuing certificates under a single policy. Each 
member of the Princeton class of 1924 consti- 
tutes an individual prospect for whose signa- 
ture an individual canvass must be made in 
most instances, and for whom, if the amount 
of the policy is sufficient, an individual medical 
examination is required. There are, I under- 
stand, about 400 members who must be solicited, 
and since the contracts are of the twenty-year 
endowment type they cannot be handled except 
as separate entities. Since Mr. Sikes will not 
only write these policies, but will solicit other 
business among the student body of the Uni- 
versity, I believe him to be in the same position 
as any agent or broker who canvasses for life 
insurance applications. 


StupeENts Act INDEPENDENTLY 
It was pointed out to President Duffield that 
the accusation made in Mr. Wells’ letter was 
aimed directly at Princeton University and ap- 
peared to hold the University itself responsible. 
After a moment’s deliberation of this aspect of 

the matter, President Duffield answered: 
Princeton University has nothing to do with 
the policies. The graduating class is entirely 
free to accept or reject the life insurance idea, 
each student acting as an individual. Thev can 
place the business with whom and where they 
will. There is no question of the authority of 
the University entering into consideration. The 
graduating class acts on its own initiative en- 
tirely, and the form of the insurance, as well 
as the company it is to be placed in, is settled 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 

















by the members of the class as_ individuals 
acting in concert to make a gift to their Alm 
Mater. 

No EruicaL STANDARDS VIOLATED 

Regarding the fact that the commissions on 
the business are to go to Mr. Sikes, who js 
partly compensated for other services by the 
University, President Duffield said: 

For my part I cannot see that there is any- 
thing to this. I do not see that there is anything 
wrong in having Mr. Sikes, who was formerly 
paid entirely by the University for work done 
on behalf of the University, get the commis. 
If he no longer devotes his entire time 
to the business of the University, but devotes 


sions. 








ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 


erence required. Write. 
A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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, large portion of it to the sale of life insur- 
ance and the labor involved in following up the 
policyholders, and the University feels, quite 
properly, that it should not pay him except for 
the work he does for it, there is no reason that 
I can see why he should not use the commissions 
to reimburse himself for his time and efforts. 
He is in every sense of the word an agent of a 
life insurance company. With a life insurance 
office on the University grounds, and a compe- 
tent agent handling the business (placing it in 
various companies at his discretion, either as a 
broker or as an agent, and soliciting other busi- 
ness also), I think that the result will be to give 
many of the students a better understanding of 
life insurance and its functions. Ultimately, it 
will be a good thing for life insurance in gen- 
eral. If the National Association of Life Un- 
derwriters had appointed a committee to thor- 
oughly investigate the entire matter the outcome 
at Los Angeles might have been different. 





JOHN WILLIAM CLEGG 
New President of National Association of 
Life Underwriters Is a Practical 
Insurance Salesman 


The National Association of Life Under- 
writers has had almost every type of execu- 
tive fill the office of president. Heads of in- 
surance partnerships, one-time company off- 
cials, and men with varied insurance careers 
have occupied this post in the past, but it is 
doubtful whether the National Association has 
ever before elected to the presidency such a 
practical insurance salesman and rate book 
carrier as John W. Clegg. 

Some idea of Mr. Clegg’s qualifications for 
the office may be gained from the fact that 
he has had an uninterrupted service of thirty- 
two years with the Penn Mutual Life In- 
surance Company of Philadelphia. Since he is 
only forty-five years old, the extent of his ex- 
perience may be appreciated. Beginning as an 
office boy, he became a clerk, and then joined 
the home-office agency force, working as a 
full-time agent ever since. 


George B. Tannery a Big Producer 

George B. Tannery, agent at Monroe, N. Y.. 
for the Connecticct Mutual Life, is one of 
the biggest producers of desirable business on 
that company’s staff. Mr. Tannery has made 
several records for number of policies writ- 
ten in a given time and ranks among the first 


three agents of the Hartford organization 
from the standpoint of volume of applica- 
tions. It is expected that he will stand at the 


top of the list when the files are completed 
by the Connecticut Mutual on August 15. 

Mr. Tannery is an experienced life insurance 
solicitor and is an exponent of modern meth- 
ods in every field of selling. For this reason 
he always attends meetings of life under- 
Writers, and, of course, journeyed to Los 
Angeles for the recent convention of the Na- 
tional Asscciation. On his return he stopped 
off at the Chicago office of THe SPECTATOR in 
addition to visiting some friends in the West- 
ern city. Mr. Tannery attributes his entire 
Success In canvassing for life insurance to the 
Mormation and knowledge he obtained from 
Alexander’s Educational Series, the volumes 


ot which are published by The Spectator Com- 
pany, 


GETS MANDAMUS WRIT 


Court Favors Union National Life 


KANSAS COMMISSIONER TO APPEAL 


Restrictions Placed on Company—Must 
Submit General Agency and Ordinary 
Agency Contracts for Approval 
Topeka, Kan., August 2.—Judge G. H. Whit- 
comb, of the district court of Shawnee county, 
has issued a peremptory writ cf mandamus to 
compel William R. Baker, Kansas Superintend- 
ent of Insurance, to issue a certificate of author- 
ity to the Union National Life Insurance Com- 
pany of Kansas City, Kan. The court pre- 
scribed some restrictions upon the company in 
granting the writ but held that the company 
was entitled to the writ when it complied with 
the conditions. The company must submit its 


by-laws to the department and secure its ap- 


Joun W. CLEGG 


New President, National Association of Life 
Underwriters 
proval. It must provide a general agency and 


ordinary agency contract which the department 
will approve and it must subject to such re- 
f stock 


quirements in connection with the sale « 

and policies as are made by the department. 
There were five companies operating under 

William R. 


ago. 


the stock-with-policy plan when 


Baker into office nineteen months 


They had been admitted by the previous admin- 


came 
istrations. A Colorado company was seeking 
admission under the same plan. Commissioner 
Baker refused it a certificate except upon the 
removal of the stock-with-policy plan of selling 
that 
five companies would not be disturbed he would 


insurance. He also announced while the 


not issue a certificate to any other companies 


operating under this plan. 


When the Union National was organized it 


If 





applied for a certificate to begin business under 
the stock-with-policy plan. The certificate was 
refused by the superintendent not only upon 
the grounds of the stock-with-policy plan of 
selling insurance, but also on account of the 
graded policies which the company proposed 
to issue. 

When the department refused to issue the 
certificate of authority the company brought the 
application for a writ of mandamus to compel 
the department to issue the certificate. It re- 
quired most of two days for the argument and 
in addition the attorneys for both sides sub- 
mitted written briefs. 

It was announced by Superintendent Baker 
and J. H. Egan, assistant attorney general, that 
an appeal would be taken to the supreme court 
at once to determine whether or not there are 
limitations on the discretionary powers of the 
Superintendent of Insurance. It has not been 
decided whether or not the State would attempt 
to prevent the company doing business pending 
the appeal to the supreme court. Owing to the 
extraordinary nature of the proceeding it may 
be possible for the case to be heard in October. 


A Book That Fills a Want 


In commenting upon the new book entitled 
“The Essence of Life Insurance,” written by 
William Breiby, F. A. S., and published by 
The Spectator Company, Ralph K. Hubbard, 
vice-president of the Western Union Life of 
Spokane, and in charge of its eastern office in 
New York, “Tt certainly fills a want. 
Unless I miss my guess its sales will be large. 


Says: 


Massachusetts Protective Life Gets 
Virginia License 
RicHMoNp, Va., August 4.—The Virginia 
Bureau of Insurance has issued a license to the 
Massachusetts Protective Life Association, re- 
cently organized by the Massachusetts Protec- 
tive Association. 


AN OPPORTUNITY 


Are you a successful life insurance 
salesman? 

Have you succeeded in 
organization work? 

Are you free to travel and willing 
to devote your time in personal 
work with agents to the extent 
necessary to get results? 

Are you favorable to the idea of 
insurance for protection only! 





agency 


There is an opening as Field Manager 
for a man having the foregoing quali- 
fications with a prominent association 
organized under the assessment laws 
but writing business on an adequate 
rate basis and well fortified with re- 
serves. Good personality, character 
and willingness to do teamwork with 
other executives are essential qualifi- 
cations. Give full information as 
to experience including identity and 
character of business in which you 
are now engaged together with three 
responsible references. 

Address reply to Box 38, care The 

Spectator. 
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PROFITS FROM YOUR 
PAYMENT PLAN 


When ready funds are none too 
abundant an easy payment plan is 
a great business getter. 





A series of small deposits, fitting into the monthly 
budget plan of the household, meets a ready welcome 
where a large annual premium would not be considered. 


The Monthly Premium Plan of The Lincoln National 
Life Insurance Company is aiding its field men to get 
the business these days. 


f. Because The Lincoln NationaljLife gives its agents 
every aid in securing business and extending service, 
it pays to 


ink up (Swims rue (LINCOLN) 


The Lincoln National Life Insurance Co. 


**Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $325,000,000 in Force 


























WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 








Business in Force $64,667,311 
Admitted Assets $8,867,706 





ENTER -SOUTHERN UFE_ BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE (0. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 




















THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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Commissioners’ Convention 








DESCRIBES METHODS 





Gives History of Gain and Loss Ex- 
hibit of Life Companies 





H. PIERSON HAMMOND SUBMITS 
PAPER 


Growth and Development of Present Sys- 
tem Outlined at Commissioners’ Meeting 
by Former Actuary of Connecticut 

Department 


H. Pierson Hammond, former actuary of the 
Connecticut Insurance Department, presented 
an interesting and valuable paper before last 
Thursday’s sessions of the annual meeting of 
the National Convention of Insurance Commis- 
sioners at Seattle, Wash. Mr. Hammond's ex- 
position dealt with “The the 
Development of the Gain and Loss Exhibit of 
Life Companies” and was a masterly outline of 
the inception and growth of the present methods 


History of 


of computing and filing the yearly statements 
of life insurance companies. Referring to the 
necessity for a correct definition of the gain 
and loss exhibit, Mr. Hammond quoted the 
New York Insurance Departmeat to the effect 
that the gain and loss exhibit of life companies, 
as now extant, is “a complete statement of the 
profits and losses upon the business transacted 
during the year and the sources of such gains 
and losses.” 


INCEPTION OF THE IDEA 

The gain and loss exhibit, said Mr. Ham- 
mond, had been placed by Henry D. Appleton, 
Deputy Insurance Superintendent of New York, 
as having actually been created in 1895, though 
many amendments and changes have been made 
since that time. The former actuary of the 
Connecticut department went on to say that the 
committee on blanks of the Insurance Commis- 
sioners’ Convention, first made mention of the 
gain and loss exhibit in a report submitted at 
the Mackinac Island session in 1895 and that 
the fundamental basis of the system had not 
been very much altered since that time. 
Extraordinary differences of opinion have 
existed as regards the value of the exhibit, 
sid Mr. Hammond, and in 1900 the Hartford 
Commissioners’ meeting adopted a resolution to 
the effect that it had, in operation, no practical 
merit and should be eliminated. Pointing out 
that the Connecticut department has consist- 
ently required the gain and loss exhibit, the 
author of the paper gave the following reasons 
rom the proceedings of the 1905 meeting : 


AN OPINION IN 1905 
_ Itis all-important to a policyholder, especially 
ma mutual company or a company issuing poli- 
- on the mutual plan, where he is a partic- 
pant in the earnings, to know whether the 


company is kee 


ware % ping its management expenses 
within its premium loading, or whether the 
re Properly apportionable to him in the way 

dividends are being absorbed in the pay- 
— hi or expenses, which in these 
ete being incurred in the payment of 
‘ nes and in the obtaining of new busi- 
*s. it is likewise important that he should 


be informed as to the company’s investments, 
the expense attending the handling of them, 
and the net interest earned thereon. It is of 
consequence to him to know to what extent the 
company is profiting from a favorable rate of 
mortality. He is certainly interested to know 
what the net interest earned during the year 
has been, and whether it exceeds, and if so, to 
what extent, the amount required to maintain 
the legal or company’s assumed reserve. He 
also has the right to know the amount of the 
company’s gain derived from reserves released 
on surrendered or lapsed policies. The gain 
and loss exhibit furnishes all of this informa- 
tion, but if eliminated the companies’ records 
are as a sealed book, in these respects, so far 
as the department, policyholders, and the public 
are concerned. 


Qvotrs THE SPECTATOR 

Continuing his exposition of the subject, Mr. 
Hammond pointed to the fact that prior to the 
passage of the New York law with regard to 
the gain and loss exhibit, a law was put on the 
books in Wisconsin which required a gain and 
loss exhibit and was probably the first law of 
its kind to go into effect. In giving reasons 
why the gain and loss exhibit was generally 











Hon. Joon C, Luninc 


of Florida, who was elected President of the 
National Convention of Insurance Commission- 
ers at Seattle, Wash., last week 


considered inappropriate at that time, Mr. Ham- 
mond quoted from Tue Spectator and from the 
Insurance Year Book, which is published by 
The Spectator Company. The of 
the quotation made was as follows: 


conclusion 


We believe that the above (figures describ- 
ing the effect of the existing forms of gain and 
to the 
character of the gain and loss exhibit. 


loss exhibit) ought show dangerous 

To give 
these figures to the public is about as safe as to 
give a year-old baby a fine assortment of razors 
The public cannot interpret them. 


They do no good and they do much harm. 
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to play with. 





Later the required changes were made and 
the gain and loss exhibit became acceptable to 
most of the States. The revision of the ex- 
hibit, on the suggestion of Roy A. Wheeler, 
actuary the Massachusetts Insurance De- 
partment, made in 1919, was entrusted to a 
committee whose work has but recently been 
completed. With reference to this committee’s 
findings, Mr. Hammond said: 


of 


RECOMMENDATIONS MADE 


Briefly, the special committee recommended a 
revision of the existing exhibit and included a 
set of instructions to bring about uniformity of 
methods. The committees of the American In- 
stitute of Actuaries and of the Actuarial So- 
ciety of America recommended a form show- 
ing the total gain and loss in each branch of 
the business. This suggestion arose probably 
because of the existing diversity in the life in- 
surance business to-day. The contention was 
that if, for example, the group branch is being 
charged sufficient premiums, or if the disability 
and double indemnity benefits are being issued 
successfully, the exhibit proposed by the actu- 
arial societies’ committees would show it and 
also indicate whether or not each branch is be- 
ing conducted along proper lines. 


PRESIDENT JOHN C. LUNING 


New Head of Commissioners’ Convention 
Has Served in Many Capacities 


Hon. John C. Luning, Insurance Commis- 
sioner of Florida, and newly-elected president 
of the National Convention of Insurance 
Commissioners, is a man whose judgment is 
backed by an extensive experience, both in 
the political and commercial fields. Born in 
Albany, Georgia, on December 21, 1863, he 
soon moved to Leesburg, Florida, which has 
since been his home. In private life he has 
been variously engaged as a fruit grower, 
publisher, merchant and manufacturer, ac- 
quiring a diversified, practical experience that 
has made him invaluable as a member of 
numerous State boards. He also held the local 
offices of postmaster and mayor of Leesburg, 
chairman of the board of county commis- 
sioners of Lake county, and member of the lo- 
cal school board. 

Mr. Luning has served the State during the 
last twenty years as confidential clerk to the 
Commissioner of Agriculture, secretary of the 
State Drainage Board; trustee of the Internal 
Improvement Fund; Commissioner of Agri- 
culture, and State Treasurer, being appointed 
to both offices by Governor Albert W. Gil- 
christ to fill vacancies occurring in close suc- 
cession. He has been State Treasurer con- 
tinuously since February, 1912, this office in 
Florida carrying with it the duties of In- 
surance Commissioner also, and in the demo- 
cratic primary election of June, 1924, was re- 
nominated for the four years beginning Jan- 
uary, 1925. In Florida, this is regarded as 
equivalent to election, the State administra- 
tions having been Democratic since 1877. 

In 1884 Mr. Luning married Miss Allie 
Adams, also of Leesburg, and they have one 
son, Bernard Adams Luning, a former serv- 
ice man of the World War. An older son, 
Dr. Henry Luning, of Atlanta, Georgia, died 
in December, 1916. 
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“4 Our Agents Have 


A Wider Field— 

An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 


of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


ly Premium plan. 
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"0. G. L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | | | | | 
Males and Females alike. ADAMS ST. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | Centizetl |S! chicago 7 
=| Commercial ca Stock 0 
° e at’l. Bk Exchange a 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., a seats oe FS : > g6 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : , ST. aie 
Old J Fed- Illinois })eo 
Colonyferal |] syechonee | | 
THE OLD COLONY LIFE INSURANCE COMPANY /7J"/i "| Meshes | 
of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President | Board | 
Exchan 2 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through ais Trade | 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
: —— : 
gun Wt ne 




















A Peoria Life Agent’s Big Asset | 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able | 
to say, “I am the Peoria Life Agent.’’ Through its [| 


|| Fast Selling Policies ina 
policy of ‘‘Service to Policyholders’”’ the Peoria Life EVE 
has built up a good will of incalulable value to its | | Fast Growing Company 





representatives. | € 
In every community where the Company | ef 
operates, when people think of the Peoria | E Z 
Life, they remember how promptly its | az Agents are constantly realizing the 


| 
death claims are always paid—how its | wisdom in selucting @he National Lite 
agents have rendered every assistance to | = : e g 

the beneficiaries—how the settlements are : line of policies, whereby they are 
approved and checks mailed within thirty | enabled to render a better service to 
minutes after receipt of proofs—often | the insurance-buying public. 
delivered before the funeral. 


The name of the Peoria Life suggests to | E Safety and low cost are the factors 

the public the unusually liberal policies and | ae which enable them to sell more i 

benefit it provides. It reminds them of Eels _—— 
ance to more people, thereby increas- 


its Free Annual Health Examination. 
They think of its friendly, helpful attitude, 
—its Policyholders’ Bulletins and ‘‘Policy- 


ing their commissions. 


holders’ Month.” 

Every transaction deepens the impression 
that the Peoria Life is consistently giving 
life insurance service that is out of the 
ordinary. Such a favorable reputation 
for conscientious ‘‘Service to Policyholders’”’ 
is one of the big assets of the Peoria Life 
agent. 


PEORIA LIFE INSURANCE COMPANY 


PEORIA, ILLINOIS 
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Top contracts available to men capable of 
handling district agencies in northeastern 
Indiana, southern Indiana, western Michigan 
and in portions of Illinois. 





| mf vm a | maine ~ aa i i + reel | ES W 
gy 


WATT 
UIA 
































A 
inhe 
som 
spec 
to « 
upot 
inhe 
but 
even 
beca’ 
or 0 
grea 
that 
mere 
little. 


Ness j 
one f 
this 1 
IS sin 
You ¢ 
from 
will fi 
simply 
and gs 
plied | 
refute 





We 
of Far 
any m 
tional 
only q 
just 4 
posses 

| unfling 
man, 



















2YO 3s0g 
“*BPid 1829Pped 








ATTA 





























LIFE INSURANCE 
ECTION 


Ti 








DEVOTED TO 
EDUCATIONAL & 


eS 














According to an old, familiar adage: “Some 
inherit greatness; some achieve greatness; and 
some have it thrust upon them.” Technically 
speaking, it is both impossible and improbable 
to either inherit greatness, or have it thrust 
upon us. True, some people are permitted to 
inherit places of great responsibility and power 
but it does not make them great. We may 
even have great responsibilities thrust upon us 
because of political reasons, family connections 
or other advantages, but that is no index of 
greatness. The only real genuine greatness is 
that which is achieved. All other greatness is 
merely artificial and counterfeit, and counts for 
little. 

This leads us to inquire, “What is greatness? 
Who may be great and of what is greatness 
the result?” Briefly, greatness means thorough- 
ness in doing your work better than others. Any 
one may be great who will pay the price, and 
this leads us to further remarks that greatness 
is simply the result of ”just common sense.” 
You can read the biographies of successful men 
from the very foundation of the world and you 
will find, without exception, that they have been 
simply common-sense, practical men and women, 
and success in any line of work is simply ap- 
plied common sense. This statement cannot be 

















refuted, 


CONCENTRATION NEEDED 

We must also bear in mind that the Hall 
of Fame does not contain all the great men, by 
i means. Greatness does not mean interna- 
tional fame, but a man may be great and have 
only a limited acquaintance. In other words, 
just use common sense, plenty of energy, 
Possess a strong will power, face difficulties 
unflinchingly, and if you are a life insurance 











Just Common Sense 


By Wititram C. Morton 


ing of yourself a leader, know how to meet 
obstacles that confront you, and turn your time 
into productive effort and, though you may 
never be known out of your own organization, 
you have achieved something of which you 
have no need to be ashamed. 

Do not form the opinion that because you 
have a small field and because business may 
seem a little dull that you are not making much 
headway. Mark you, those who would become 
great must be forever on the job; and I must 
remark here, that greatness does not mean a 
big lot of advertising or publicity, but is simply 
nothing more than pure common-sense work. 
If business is dull just work harder and longer. 
That is the only thing necessary. Some of 
the greatest records ever made by agents were 
made in so-called “hard times.” 


Goop AGENTS ARE THINKERS 

There are only two ways of doing anything. 
One is the wrong way; the other is the right 
way; or in other words, the use of common 
sense. Nothing can be successfully done with- 
out at first a little thinking. All successful 
If you doubt that, 
agents you know, and 


agents are clear thinkers. 
interview some leading 
you will find that they have learned to think 
through their difficulties. Ask them a few ques- 
tions and you will find them well posted, and 
it is absolutely imperative that a life insurance 
man keep well posted if he expects to grow 
with his business. A man is a little man who 
lets his business outgrow him. 


Ciaim CHECK A SELLING ARGUMENT 
If you think a life insurance man has no 
chance to become great, give these two reasons 
a little consideration: 1. He serves. 2. His 


Man, concentrate your entire energies on mak- achievements are not limited; no one can deny 
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Registrar, Life and Casualty Insurance Company of Tennessee 


that an agent is a super-servant of the people. 
The best testimony of this is a check payable 
to the beneficiary, and the fact that claims are 
usually paid at the most urgent times and the 
darkest moments of a beneficiary’s life is suffi- 
cient evidence of this fact. The greatest selling 
argument for any kind of insurance is a claim 
check. 

During the World War, while in the Marine 
Corps, I learned that; “the object of all mili- 
tary training is to win battles,” and, it may as 
truthfully be said that the primary object of all 
insurance companies is “to pay” claims. There- 
fore use a claim check as often as possible. A 
very effective way to do this is as follows: sup- 
pose you have been trying to close out a pros- 
pect for some time, and all your efforts have 
been fruitless, although your arguments have 
been logical. Next time you have a claim to 
pay, go by your prospect’s house, produce your 
claim check, and say something like this: “Mr. 
Blank, I was just on my way to pay a claim to 
Mrs. Brown, your neighbor, and thought I 
would stop by and show you in a more concrete 
way the facts I have been presenting to you, 
and which you have refused to accept, etc.” 
This is what I term common-sense salesman- 
ship. A prospect who will not buy under such 
circumstances is no longer a prospect; he is a 
bonehead. If that will not get his name on the 
dotted line, I would advise you to take his name 
off of your prospect list. 


Note CoMPANY’s PROGRESS 
Another common-sense thing to do is to keep 
note of your company’s progress. You must 
also keep up with the progress of your com- 
petitive companies. You should always have on 
the tip of your tongue the progress made by 
your company. Be in a position to explain the 


security behind every policy you sell. The man 
to whom you sell insurance wants to know that 
your company will be in position to pay the 
claim in case of his death. This refers particu- 
larly to ordinary. Be able to give the exact 
amount of surplus and the ratio of assets to 
policy liability. Remember you must not only 
sell insurance but, in addition to that, you must 
sell the security behind the policy. Get the 
principal facts together, and remember that 
this is also just common sense. 


BE ORIGINAL 

In other words, be yourself. That means a 
whole lot more than you would think. The one 
great advantage in originality is that it makes 
you a practical man. The world likes to deal 
with a practical man. In other words, you 
must learn how to make your policy fit the 
needs of your prospective buyer. To do that, 
you must make your proposition appear as 
nothing more than a cold-blooded business deal. 
Stress the dollar and cents investment idea of 
your proposition; the economic side of the ques- 
tion. People are interested in themselves. 
Show how insurance assists these selfish ideals 
in man. All people are selfish and are inter- 
ested mostly in their own behalf. Therefore, 
if you would make your debit grow you must 
teach people to be selfish by being unselfish. 
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The man who protects his dependents with in- 
surance is unselfish, but it is oftentimes done 
merely with a selfish motive. Learn to dis- 
tinguish between selfish and unselfish motives. 
After having made the distinction, apply the 
proper argument logically and you have again 
taken advantage of common sense. 


Your ACHIEVEMENTS ARE Not LIMITED 

Selling insurance is one of the most independ- 
ent professions in the world. 
your own boss, Your hours are usually what 
you make them; but you should remember that 
the size of your pay envelope will depend to 
a very great extent upon what you do with your 
time. Just as pennies make dimes and dimes 
make dollars, so do seconds make minutes and 
minutes make hours, and hours properly util- 
ized make dollars. 
gard to your time: 

1. Do Not Waste It.—Time is valuable, and 
Lost 
A lost minute has 
Once lost, it is lost forever. So, 
do not deceive yourself into thinking that you 
can idle away a few hours, and then make up 
for it. It can not be done. 

2. Start Early; Work Late—That means 
economy of time. Be first to begin and last to 
quit. Be both the Alpha and Omega of your 


You are largely 


Use these suggestions in re- 


there is no such thing as regained time. 
time can never be replaced. 
no substitute. 











protection as well. 














Economy and Safety 


Our National Title Insurance Policies not 
only reduce overhead by eliminating the re- 


examination of real estate titles, but are added 


Write for details. 


NEW YORK 
TITLE AND MORTGAGE 


135 Broadway, New York City 


Capital Funds over $11,000,000 


AMERICAN TRUST COMPANY 


COMPANY 


Affiliated with the 




















staff. Do this, and your future as a Produc 

will be in your own hands. Carve your a 
future, and if there is any place in the en 
in which a man is the architect of his ow 

destiny it is the life insurance field. Be a 
artist. 

3. Use Your Noon Hour.—Do not go home 
for lunch. Take it with you or Stop at a café 
in the community in which your Prospect list js 
located. By using the noon hour, you usually 
can see both husband and wife, and your chances 
of closing out the sale are better. Use only a 
tew minutes to eat your own lunch. 

4. Systematize Your Time.—In other words 
be systematic. Make your time count for ‘ite, 
thing. This can only be done by having sys. 
tem in your work. Systematic efforts mean 
accurate results, and the business world to-day 
demands accuracy and efficiency. ; 

By following the above suggestions judi- 
ciously, you are bound to admit that your suc. 
cess is only limited by the amount of energy 
put forth. If you would be only moderately 
successful, use non-systematic, slipshod methods 
in your business. On the other hand, if you 
would be pre-eminently successful utilize every 
minute of your time. Emerson used some 
mighty good philosophy when he said: “Hitch 
your wagon to a star.” Better aim at a star 
and fail than to do things without a goal, [It 
might also be well to give a few suggestions 
whereby you may at least achieve, in part, that 
success to which the insurance man is entitled. 


Be Biccer THAN Your Business 

I mean by that, you must think ahead, and 
learn the duties of superintendents and assist- 
ants. Are you familiar with their duties? Be 
in position “to carry on” the work and the 
program they have started in case the respon- 
sibility should devolve upon you. There are 
two ways to fill any job—one is to do what 
your job calls for and nothing else; the other 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, | 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 
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unlimited production. 


rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








is to make yourself a bigger man by making 
your position a bigger job than it is supposed 
to be. Reach out for new things and do them. 
Be an honor to your profession. A successful 
life insurance man is one who makes his busi- 
ness an institution of service and helpfulness to 
those whom it is intended to serve. Be big- 
ger than your job and there will be a bigger job 
for you. Merely do what your job calls for, 
and you will find yourself on the shelf. You 
will notice I use the word “job.” I do that 
because it carries with it the idea of work. A 
man who learns how to handle a job will some 
day be entrusted with a position. 


UsE THE PRESENT 
The past is dead. Do not worry about past 
failures or congratulate yourself too much on 
past triumphs or future victories; while this 
doubtless has a good effect, get this idea—now 
is the only time that counts. Your bank bal- 





ance at the end of the year will depend alto- 
gether upon how you use the present. Each 
hour is said to be set with sixty diamond 
Therefore do not throw your jewels 
before the swine of negligence, indifference, or 
inefficiency. 

Some man recently said, “Do not squander 
the past.” Another has said, “Do not mortgage 
the future.’ These two expressions have be- 
come rather prominent because of the truths 
Now let’s say, “That thou doest, 

In other words, the present is 
the only time that counts, and the future will 
depend altogether upon how we use the pres- 
ent. Take advantage of it. 


minutes. 


presented. 
do quickly.” 


Do Your Duty UNCONSCIOUSLY 
Reflex action is wonderful. 
is sublime. 


Reflexive duty 
Learn to do your duty as a matter 
Let duty to your policyholders, 
your company and yourself be your aim in life. 


of course. 
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15. Expensive Blunders 

Not long ago Reginald Small delivered 
two policies. One was on the life of Al- 
gernon Hope, who knew nothing about life 
insurance, and who had signed an appli- 
cation for a 20 annual Payment Life 
Policy for $5,000, when Small said, “‘Life 
insurance is a good thing and you ought to 
have some.” Having sold the insurance, 
Small did not trouble himself to explain 
that after twenty years the insurance would 
be self-sustaining. 

Then Small placed a 20-year Endowment 
for $25,000 with a wealthy merchant named 
Price, who was 50 years of age. But 
Small didn’t bother to explain that the pol- 
icy would mature at age 70, and that if 
Price wanted to retire from business at that 


time the money would aid him in carrying 
out that project. 

At the end of the first year both policies 
lapsed, and when Small called on his clients 
they told him he was a swindler and drove 
him away. A tricky agent of another com- 
pany had persuaded both these men to 
surrender their insurance in Small’s company 
and take “cheaper” insurance with him. 
And both were perfectly satisfied with the 
Ordinary Life contracts that replaced the 
more valuable policies which they aban- 
doned. 

Honest life underwriters do constructive— 
The “‘twisting”’ 
agent who makes money by deceiving his 
customers does not sell insurance in the right 


not destructive—work. 


way. 


Copyright, 1924, by The Spectator Company, New York. 


lf you look after the interests of your policy- 
holders and your company, your own interests 
will take care of themselves. 

Habit is repetition. Repetition is constant 
practice, and practice makes perfection, causes 
you to do your duty unconsciously, and that is 
the star to which you should hitch your 
ambition. When you have learned to do things 
from force of habit, or because of “second na- 
ture,” you are getting in the crowd of the 
successful and the successful are those who 
use common sense. 


BROADEN YOUR SPHERE OF USEFULNESS 

This may be done, briefly stated, as follows: 
(a) Seek opportunities to serve. Do not sit 
down and wait for something to happen, but if 
you expect to grow, you must seek out those 
chances to be of real service to your policy- 
holders. (b) Make your influence felt in your 
community. Be an enterprising citizen and let 
every civic enterprise find you lined up on the 
side of progress. The future of your business 
will largely depend upon your attitude toward 
the progress of your community. Do not be 
selfish. You will get out of the community 
what vou put into it, and the best investment 
you can possibly make is to invest your life 
in it. (c) Be a patriotic citizen. No one can 
deny that yours is a patriotic service. If there 
is any message in which Uncle Sam is inter- 
ested it is in teaching the people thrift and 
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frugality. As a life insurance man, you are 
therefore an ambassador of thrift. (d) Be a 
builder. Help build your community. Your 
community should be a better one because of 
your presence in it. Make your production 
grow, and then outgrow it. You should always 
be found fighting for your community’s interests. 
(e) Make yourself indispensable to your com- 
munity. You should become such a factor for 
good that your policyholders will always wish 
to retain you for their collector. When you 
have thus impressed yourself upon your policy- 
holders, you have not only sold life insurance, 
but, in addition, you include politeness, service, 
promptness and reliability—and, after all, these 
four qualities are the four corners upon which 
the House of Success must rest. 

It is my opinion that if you use the above 
suggestions in setting life policies you will not 
only be a worth-while citizen in your com- 
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munity, but, in addition, you will have become 
an indispensable part of the company you 
represent. 

Due to a vacancy in the pastorate, a large 
church in Brooklyn was one time receiving ap- 
plications for the place. One of the parties 
given as reference by one of the applicants was 
visited by one of the deacons of the church, 
seeking a pastor. When asked about the ap- 
plicant in question, the party replied, “He is a 
brilliant man and we can’t give him up,” to 
which the deacon answered, “We only want a 
man that can’t be given up.” This is true of 
all insurance companies. Executives of all com- 
panies are seeking agents who will make them- 
selves an indispensable part of organizations. 
Therefore make yourself indispensable and 
you will only be doing the common-sense thing. 


A. H. HAMMOND HOLDS RECORD 
New World’s Mark for Month’s Policies 
Set by Nashville Insurance Man 


NASHVILLE, TENN., August 4.—On the wall 
in a prominent place in the office of the Cot- 
ton States Life Insurance Company’s Nashville 
office is framed a scroll several feet long, with 
signatures of 180 policyholders, whose applica- 
tions were written during the month of June, 
by A. H. Hammond, local representative. 

The former world’s record of 176 applications 
in a month was held by Henry E. Scott of 
Demopolis, Ala., Mr. Scott attaining this rec- 
ord by writing one more application in a month 
than the previous record, held by Harry Rosen 
of New York city. 

Six years ago Mr. Hammond was a teller at 
the Fourth and First National Bank of this 
city. His first venture into the insurance busi- 
ness with the Travelers Insurance Company 
proved highly successful, and on May 1, of this 
year, he became connected with the Cotton 
States Life Insurance Company. Mr. Ham- 
mond is a Nashville man, having spent the 
greater part of his life here, and was the 
recipient of congratulations on the part of many 
insurance men of this city. 

“Walk and Work” is Mr. Hammond’s slogan, 
and this together with his persistency after 
failure is attributed to the attainment of his re- 
markable record. He received no help from 
any Civic Club, and wrote no group or indus- 
trial insurance. All applications were for ordi- 
nary business, $1000 being the smallest applica- 
tion written. 

“My idea of success comes in ‘Cans,’ and fail- 


‘ Thursday 


ure in ‘Cant’s,’” the new record-holder Said, 
“Charles M. McCabe, president of the Cotton 
States Life Insurance Company, called me into 
his office, and after pointing out the Previous 
world’s record for the sale of policies jn one 
month, asked me if I could beat that recorg, 
I answered him that I could.” 

Following the talk with Mr. McCabe, he went 
out and proved the practicability of his “Walk 
and Work” slogan. During the month he saw 
700 persons in order to sell 180 of them. Among 
those whom he sold were many of the best- 
known men of Nashville, whose purchasing of 
policies was recognition of Mr. Hammond's 
aggressiveness in working toward the goal that 
he had set. Mr. Hammond continues walking 
and working, and has produced over $250,009 
worth of business this month, with still another 
week to go. The wisdom and utility of his sys. 
tem is apparent. , 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
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Vital Statistics of the Panama Canal Zone 


By Frepertck L. Horrman, LL.D. 


Consulting Statistician, Prudential Insurance Company of America 


In the whole vast field of mortality research 
there is probably no more interesting experi- 
ence than the marvelous transformation of the 
Panama Canal Zone from a hotbed of pestilence 
and disease into a habitable region where for 
all practical, purposes the so-called tropical 
factor in its effects upon the human death rate 
Dur- 
ing the dramatic period of canal construction 
the death rate from month to month was a sub- 
ject of wide-spread attention, but the subsequent 
experience seems not to have received the con- 
sideration of which it is deserving. 


has been brought under efficient control. 


Earty Facts 

Since the earlier facts are reasonably known 
and understood, they need only, for the present 
purpose, be dealt with very briefly. In 1906, 
which was the period of construction commence- 
ment, the death rate due to disease was 11.9 
per 1000 employees. This, by 1910 had been 
reduced to 4.9 and by 1915 to 3.2 The total 
death rate was always very considerably in- 
creased by deaths from accidents and violence, 
which in 1906 represented a rate of 4.0 per 
1000 and in 1910 of 4.2, having been reduced 
to 2.3 by 1915. In most of the discussions, 
practically all on Panama Canal Zone mortal- 
ity, very little attention has been paid to the 
really extraordinary frequency of fatal acci- 
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dents, largely, of course, the result of construc- 
tion methods and exceptional dangers to inexpe- 
rienced men. The accident fatality rate reached 
its highest point in 1908, when it was almost as 
high as the mortality from disease, or 6.4 per 
1000 for accidents and 7.3 per 1000 for diseases. 
Since 1916 the mortality experience for 
diseases and accidents has been as indicated in 
Table 1: 
TABLE 1—PANAMA CANAL ZONE—WHITE EM- 
PLOYEES—MORTALITY FROM ALL CAUSES, 
1916-1922 
Mortality from 


Mortality from 
Diseases , 


External Causes 
Rate per 
Deaths 1000 


Average 
Z Number of Rate per 
Year Employees Deaths 1000 





1916... 4552 15 3.29 9 1.98 
ily ae 4814 22 £.57 10 2.08 
IDIS....... 4408 16 3.63 1 0.23 
1919.... 4523 8 bcae 2 0.44 
1920.... 4688 17 3.63 5 1.07 
1911-20. 22,985 78 3.39 27 wy! 
i) — 3855 10 2.59 3 0.78 
19022.... 2827 10 3.54 3 1.06 


The foregoing rates have reference exclu- 
sively to white employees, which, of course, are 
of special interest to insurance companies. It, 
however, requires to be said that certain com- 
panies on the Isthmus transact a fair measure 
of business among the better classes of colored 
employees, mostly negroes from Jamaica and 
Barbados. During 1923, for both races com- 
bined, the death rate among employees from 
disease alone was 6.10 per 1000. Totals by 
races are not as yet available. 


DIsEASE INCIDENCE 

The Panama Canal Zone under United States 
jurisdiction does not include the two cities of 
Panama and Colon. As an illustration of the 
relative disease incidence by causes and its re- 
lation to tropical conditions, Table 2, which 
gives the combined results for 1916-20, is of 
considerable interest: 
TABLE 2—PANAMA CANAL ZONE EMPLOYEES— 

MORTALITY BY SELECTED CAUSES, AC- 

CORDING TO RACE—1916-1922 
1916-1920 








White Colored 
Rate per Rate per 
10,000 10,000 
Causes Deaths Employees Deaths Employees 
Typhoid Fever..... 0 0 8 0.71 
Malaria Fever..... 4 1.74 6 0.56 
Cancer and _ other 
Mal Tumors... 5 2.18 15 1.33 
DiGPIOGG <x. <+6 607-00: 0 0 0 0 
Pneumonia........ 5 2.18 109 9.63 
Broncho Pneumonia 1 0.44 19 1.68 
Yellow Fever...... 0 0 0 0 
TnGGeNA. < 5.5216'50.5.¢ 2 87 21 1.86 
Pulmonary Tubercu- 
jo er 5 2.18 114 10 .07 
Other Tuberculosis.. 2 0.87 51 4.51 
Saletdes.-o5)63.56:s-65 2 0.87 6 .53 
All CAUSES. 06 oc8 00 26 11.31 349 30 .84 


During more recent years Table 2 further 
emphasizes the relatively small importance of 
among the white 
were no 


strictly tropical affections 
population. During 1921-22 
deaths from malaria among white employees 
and no deaths from this disease among the 
It is suggestive in this connection that 


there 


colored. 
during the year 1922 there should have only 
been three deaths among white employees from 
all causes attributed to cancer. It would serve 
no purpose to enlarge upon the details of this 
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experience, which during recent years has been 
without suggestive indications of tropical effects 
upon the white employees of the Panama Canal 
Zone. It, however, may be of interest to in- 
clude a record of the hospital cases of malaria 
by race showing the rapidly diminishing inci- 
dence of this disease among both groups of 
employees. Table 3 is therefore added: 

TABLE 3—PANAMA CANAL ZONE EMPLOVEES— 


HOSPITAL CASES OF MALARIA—BY RACE— 
1916-1922 





White Colored 

Rate per Rate per 
Year Cases 100 Cases 00 
U1 Pepper epee paar y 144 3.16 358 1.25 
LiL Reape eepaeee 121 2.51 331 1.19 
eB ieats saiareace aadasel 72 1.63 361 1.71 
Ne Petals wale wieexs 144 3.18 534 2.71 
TGS ok da 90 1.92 298 1.86 
ci) Se 571 2.48 1882 1.66 
re 71 1.84 124 1.18 
1) Se ee er 54 1.91 94 1.23 


While malaria is shown, by Table 3, not to 
have been entirely eliminated from the Panama 
Canal Zone, as is sometimes erroneously 
assumed, the disease is now of a more benign 
character and rarely fatal, at least in the case 
of white employees. While records for both 
races are of a lesser degree of practical utility, 
Table 4 following, showing the hospital ad- 
missions and case fatality of certain diseases 
for the period 1916-20, will illustrate certain 
important aspects of the Panama Canal Zone 
medical administration. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE COQ. 


716 Locust St., 
St. Louis, Mo. 














The general sickness record of the Panama 
Canal Zone with the proper distinction of race 
for the seven years 1916-22 has been as shown 
in Table 5. 

NorMAL ConpitTions A1p CoNTROL 

Table 5 is particularly instructive in that it 
emphasizes the diminishing incidence of diseases 
of all kinds since the completion of the Canal 
and the more normal conditions of permanent 
settlement. The higher incidence of all diseases 
among the colored is particularly instructive as 
a contribution towards race pathology indicative 
of a lesser degree of disease resistance on the 
part of the negro population. It was at my sug- 
gestion that soon after commencement of con- 
struction the late Major General Gorgas intro- 
duced into his monthly reports a table showing 
the duration of residence on the Isthmus among 
Panama Canal Zone employees. The informa- 
tion for 1917-22 is given in Table 6. 


TABLE 4—PANAMA CANAL ZONE, ALL £&M- 
PLOYEES—HOSPITAL ADMISSIONS AND 
CASE FATALITY OF CERTAIN DISEASES— 
1916-1920 


Admis- Fatality 
Diseases sions Deaths per 100 
ayphow Fever. «oo... 38 7 18 .42 
Malaria.Fever........ 2448 10 0.41 
Cancer & other Mal. Tumors. 61 16 26.23 
re 10 : 00.0 
OS ee eee 265 84 30.70 
Broncho Pneumonia........ 36 9 25.00 
Wellow PeVer... ow osc cs wees ' 0.00 
MORON eo ose wins a er0 sis we 1772 21 140 
Pulmonary Tuberculosis... .. 324 75 23.15 
Other Forms of Tuberculosis. 105 46 43.81 
Oo ee att 7 2 28 .57 


The information in Table 6, with a due re- 
gard to causes of death, constitutes perhaps the 
most instructive information available regard- 
ing effects of tropical residence on white em- 
ployees. Through the kindness of’ the medical 
officer, Col. Fisher, I have been furnished «with 
the corresponding information down to date, 
but for the time being this cannot be dealt with 
in view of the urgency of more extended con- 
sideration. : 

ViTAL STATISTICS 

Additional to the mortality experience among 
Panama Canal Zone employees are the vital 
statistics of the city of Panama and the city of 
Colon, respectively, on the Pacific and Atlantic 
side of the Isthmus. Since these cities are un- 
«der American administration as regards all mat- 
ters pertaining to health and sanitation, the re- 
ports may be accepted as entirely trustworthy. 
“The mortality from all causes in the city of 
(Panama during the period 1916-22 for both 
races combined has been as shown in Table 7. 


TABLE 7—MORTALITY FROM ALL CAUSES IN 
THE CITY OF PANAMA—1916-1922 


-_ 
Rate per 1000 
Years Population Deaths pop ulation 
E916... ...- aS 60,778 1765 9 .04 
__L* rere 61,074 1714 28 .06 
BOUND 0s Scis cinic's 61,369 1314 21.41 
T959......... ee 61,369 1211 19.74 
ee ee 60,500 1297 21.44 
eer 60,500 1336 22 .09 
ee 60,068 1279 21.29 
1916-22 Dro car aan 425,658 9916 23.29 


The relatively high rate for Panama is, of 
course, primarily attributable to the natives and 
the colored population, but even as regards these 
elements there has been a decided diminution 
during the period under observation, or a fall 
in the death rate from 29.04 to 21.29 per 1000. 

Even more gratifying have been the results 
of the sanitary administration of Colon as 
shown in Table 8. 


TABLE 6—PANAMA C 
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TABLE 5—PANAMA CANAL ZONE EMPLOYEES—NUMBER OF EMPLOYEES CONST! ANTLY,SICK Iy 
HOSPITALS AND QUARTERS—1916-1922—PER 1,000 


1916 


; 1917 1918 
White Colored White Colored White Colored 





* Sa 
ReMMRONE ES 64sec 3b Sede eRe ae aids Haeig MMe ele 55.76 203 .50 57.53 199.21 43 .44 166.15 
RRM TIES 35, echo Gs x6) 3h oh caput Boasiay wus DRL Sea cal oreo 25.10 20.86 27.76 29 .96 24 .90 37.90 

1919 1920 1921 

' White Colored White Colored White Colored 
NNN os 55.55% oie os Soe a DS Smreelra ole wd Barayed sad 43.51 205 .64 46.79 182 .09 31.58 108 .43 
PP NR 0 is sand Sek, ach sta ule ick olrereier PatramMosies 32.09 66.58 40 .02 38 .56 28 .57 32.24 

1922 ‘ 
White Colored 
ee ea ee ea ee 20.81 91.10 
NORTE 5. oe fbi criel 6 ee wer 6 wo niin) Oia PARES 14.65 28 .19 


“ANAL ZONE EMPLOYEES—MORTALITY ACCORDING TO LENGTH OF stay 
ON THE ISTHMUS—1917-1922 


Number of Deaths from Diseases According to Length of Residence 








Under Over 

1 1-2 2-3 3-4 4-5 5-6 6-7 7-8 8-10 10-15 15 Un- 
Year yr. years years years Ss yes ars sy ears yet ars years years years years Life known 
BONG has D308 Ke Saranea eee 6 4 3 12 22 12 9 5 23 50 16 3 20 
PS Ss swevagl otinn Game aes 8 iF 4 5 10 12 7 11 24 54 7 10 29 
RE sachs tiewe hese Gree case 2 1 4 1 5 2 8 4 12 66 14 8 20 
BROAD sy eho c spc ls Ses beh oa ory herd 1 1 2 1 1 (4 6 14 6 52 20 25 17 
MIR Shoo) 55 8 Tora chev evaterang oii ci 1 1 2 3 5 26 18 4 20 
2 I eae ray Stee eee re eee 1 -5 ba 2 5 16 18 22 
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12. The Steer and the Hog 


“T do not need any life insur- 
ance,” said Mr. Hog, the Egoist, 
“‘T have some capital and a good 
income, and do not owe anyone 
a penny.’ 

“T congratulate you,” said 
Agent Steer, “but you have over- 
looked one important fact. When 
you die your executors will have 
heavy obligations to meet that 
may necessitate the forced sale 
of your most valuable assets, 
with the result that your heirs will suffer heavy losses.” 

“Nonsense!’’ exclaimed the Egoist, “I am a Christian Scientist. 
won't be any doctors’ bills and I own a cemetery plot.” 

“T wasn’t thinking of such trifling items,” replied the agent, “I was refer 
ring to the heavy Federal and State Inheritance Taxes that will be levied 
as soon as you die.” 

But the Egoist was not convinced. “I have,” said he, “invested my 
capital with very great care, and my wife and my lawyer will be able to 
handle my estate without help from any insurance company. 

But after the Egoist’s death it was found that his money, although safely 
invested, was tied up in unimproved real estate and other property for which 
there was no market, and to obtain ready money to pay his taxes and ad- 
minister the estate, enormous sacrifices had to be made. And the widow 
and children, instead of receiving a large income, were left with a lot of 
dead assets that yielded almost nothing. 

After that Agent Steer kept his mouth shut. “For,” said he, “there's 
nothing to be gained by crying with widows and orphans over spilled milk.” 





There 


N. B.—It is intended to publish this series of Insurance Fables in book form, 
portant educational hints for the training of agents. 


as they contain im: 


Copyright, 1924, by The Spectator Company, New York. 
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For the city of Colon, Table 8 shows that 
there has been a fall in the death rate from 
28.19 per 1000 to 14.7. 

Of special interest in this connection is the 
Table 9, which shows the mortality from se- 
the two cities, but for the 
For more recent years the 


lected causes in 
period 1916-20. 
data show much the same relative degree of 
frequency: 


TABLE—8—MORTALITY FROM ALL CAUSES IN 
THE CITY OF COLON—1916-1922 
Rate per 1000 








Year Population Deaths population 
i eee 24,693 696 
Co: Se 25,386 667 
BMMERES ora Sheri din'e 26,078 616 
Li): 26,078 573 
26,078 554 
28,789 497 
31,393 445 
1916-22....... 188,495 4048 





RepuceD DEATH RATE 

The foregoing statistics are conclusive indica- 
tions of the very substantial reduction in the 
Panama Canal death rate during recent years 
and the continued efficiency of the sanitary ad- 
ministration since the death of Major General 
Gorgas. The data were suggestive of a vast 
field of fruitful inquiry if subjected to more 
extended and critical consideration. They are 
to a slight degree impaired by so-called deporta- 
tions which represent invalids returning to the 
United States and sometimes just in time to 
die outside of the Canal Zone, but this factor, 
after careful inquiry, does not seem to invalidate 
general conclusions drawn from the tables as 
presented. There is another and somewhat more 
serious element of error in the population re- 
turns which, for the Panama Canal Zone em- 
ployees, represent names on the payroll rather 
than persons returned by the usual census 
methods. This element of error, if allowed for, 
would probably diminish the population exposed 
to risk by from 5 to 10 per cent as the case 
might be. 
TABLE 9—MORTALITY BY SELECTED CAUSES 


IN THE CITIES OF PANAMA AND COLON— 
1916-1920 
Panama Colon 
Rate per Rate per 
Causes Deaths 10,000 Deaths 10,000 
pop. pop. 

Typhoid Fever..... ic 0.23 5 0.39 
Malaria Fever..... 48 57 20 1.56 
Cancer and Other 

fo 61 5.28 46 3.58 
OEE. ooo s.n0a ce 6 0.20 1 0.08 
Pneumonia........ 356 11.67 169 3.17 
Broncho-Pneumonia 550 18 .03 244 19 .02 
Welflow Fevef i... ce. 0.00 ae 0.00 
WnOWSG oe co icc 2s 37 1.21 14 1.09 
Pulmonary Tubercu- 

Wee civatcedens: 3000 35.83 431 33 .59 
Other Forms _ of 

Tuberculosis... .. 240 7.87 99 7.72 
SWIG serscercccsleims 22 72 15 1.17 
All Causes. «0.660% 2520 82.60 1044 81.36 


The problem of tropical acclimatization un- 
der an efficient sanitary administration is no 
longer of a degree of seriousness commonly at- 
tached to it in former years. Many of the 
apprehensions expressed as to the possibility of 
permanent settlement on the part of northern 
residents in tropical countries have vanished in 
the light of practical experience, but eternal 
vigilance is necessary in sanitary matters to 
safeguard the heaith of the population against 
the ever-present risk of parasitical infections. 
That the latter constitute a greater danger in 
the tropics than in the non-tropics is as obvious 
as with extremes of temperature in northern 


2I 


regions which represent a danger practically ab- 
sent in southern latitudes. 


DANGERS IN THE TROPICS 

When one mortality factor is balanced against 
the other there is much to be said in favor of 
residence in tropical regions provided adequate 
safeguards are not neglected. The chief dan- 
gers in tropics in the relative order of their 
importance are, first, idleness or lack of suffi- 
cient employment, second, the resulting habits 
of intemperance and moral laxity followed by 
venereal infections. Aside from these, one of 
the most serious dangers in the tropics is ex- 
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posure during the night to rapid and consider- 
able temperature changes, while the risk of 
malarial infections is, of course, an ever pres- 
ent one, but it is fortunate for the residents in 
tropical settlements that the causative factors 
of many diseases are now reasonably well un- 
derstood and that most of the major elements 
can be guarded against without material inter- 
ference in the daily habits of life. The tropical 
climate has, broadly speaking, no strictly in- 
jurious effects upon the human organism except 
in so far that a consistently warm climate has 
the psychological effect of producing a disin- 
clination to work which is often the cause of 
habits involving a resulting train of illness of 
varying degrees of seriousness. In former 
years it was considered impossible for white 
men to cultivate the lowlands of our Southern 
States which now to an increasing extent are 
being developed by white labor. There are 
countless illustrations of Northern residents in 
tropical regions who perform a fair measure 
of outdoor work without serious results, but 
for most of the hard physical labor there is an 
abundance of natives who are only too willing 
to work when properly treated. 


PERMANENT RESIDENCE POSSIBLE 

There is no more maligned region in the 
world than the tropics, largely for sensational 
purposes encouraged by those who wish to pre- 
sent tropical exploration in a dramatic aspect. 
If the question of tropical residence is being 
thoroughly investigated in the light of those 
whose lives have been spent in the tropics, the 
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resulting effects will justify the conclusion that 
tropical adaptation or acclimatization lies with- 
in the reach of practically all who are willing 
to adapt themselves to the conditions as they 
are. In this connection it may be said that one 
of the most fruitful causes of tropical disorders 
is the introduction of the dietary habits of 
Northern regions, which are out of place in a 
climate which makes different demands upon 
the human organism than the climate of the 
temperate regions of the North. Given a sound 
constitution and a good record for industry 
and mortality as well as sobriety there is very 
little to apprehend from tropical residence in a 
large majority of cases. From a life insurance 
point of view it may safely be asserted that a 
more liberal attitude towards those intending 





tropical residence is now more justified than 
would have been permissible under the earlier 
factors 
emphasized, led, in many cases, to disastrous 


conditions when disregard of the 
results, but it cannot be too strongly urged 
that the utmost care is required in the selec. 
tion of applicants and particularly so in the 
case of those who go fo the tropics for purposes 
of exploration and the development of new 
regions. 

Large particularly in the Central 
American Tropics, are now as habitable and as 
pleasant to live in as the regions of the North, 
A change of air is as necessary in the case of 
southern latitudes as the vacation habit is now 
an accepted rule on the part of the vast ma- 
jority of the people in northern regions. 
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REGUTE CRITICISM 


Life Companies Deny Statements 
Made by Wisconsin Commissioner 


DISABILITY CLAUSE NEEDED 


say Ninety-Day Provision Eliminates Con- 
troversies with Policyholders 

At the meeting of the National Convention 
of Insurance Commissioners in Seattle, Wash., 
last week, the Equitable Life Assurance So- 
ciety of the United States, the Mutual Life In- 
surance Company of New York and the New 
York Life Insurance Company, submitted a 
memorandum on the subject of total and perma- 
nent disability benefits as included in life in- 
surance policies in answer to certain observa- 
tions and criticisms made by W. Stanley Smith, 
Insurance Commissioner of Wisconsin, at the 
annual Commissioners’ sessions at Pinehurst, 
N.C. last April. The remarks of Commis- 
sioner Smith at that time were summarized by 
the companies as follows: 

1. That the clauses and practices of various 





Hon. James A. BEHA 


Superintendent of Insurance for New York, 
who was Appointed a Member of the Executive 
Committee of the Commissioners’ Convention 


companies constitute (and are so represented 
by their agents) the providing of benefits for 
temporary disability and not merely for perma- 
nent disability as contemplated by the laws of 
the various States. 

2, The fact that life insurance policies in- 
clude benefits applying in event of total and 
permanent disability uniformly provide for the 
discontinuance of said benefits but do not pro- 
vide for the return to the company of the sums 
paid during disability, in event the insured re- 
covers, proves that they are in fact intended to 
cover temporary disabilities. 

3. A company is not authorized to issue a 
policy of insurance containing certain benefits 
applying in event of the total and permanent 
disability of the insured, “requiring disability 
to occur before a fixed age and before the life 
contract has matured.” 

4. Insurance on different kinds and classes 
should be issued in separate policies to deter- 
mine proper cost, premium reserve, etc., and 
the company issuing health and accident insur- 
ance should be protected from encroachment 
by life insurance companies issuing policies pro- 
viding benefits in event of disability. 


The three life insurance companies jointly 
replied to each one of the enumerated observa- 
tions and, with regard to the first, pointed out 
that the laws of the States did not undertake 
to define total disability. On this point the com- 
panies said: 

A policy of life insurance, containing bene- 
fits applicable in event of the total and pre- 
sumably permanent disability of the insured, is 
not in violation of the State laws or against 
public policy. 

On the second count, the companies stated 
that the public found the total and permanent 
disability clause necessary to complete the pro- 
tection offered in a life insurance policy and the 
conclusion reached was that: 


Generally speaking, statutes follow public 
opinion and public desire. The trend of State 
regulation is toward permitting and encourag- 
ing, if not requiring, those things which aid 
in the elimination of controversies with the in- 
sured and toward the satisfaction of his needs. 
In view of the great growth of this business, 
it must be conceded that the insuring public is 
desirous of having this disability privilege car- 
ried with life insurance in one contract and 
that statutes which clearly permit of the prac- 
tice as above outlined should be so construed 
and should continue in force. The develop- 
ment of the disability clause as a part of the 
life contract should not be checked. 

On the third observation made by the Wis- 
consin Commissioner, the companies indicated 
that no law of the States requires that disabil- 
ity provision must continue so long as the life 
insurance policy continues in force and that 
when the disability benefits contained in such a 
contract terminate at a given age the premium 
paid for the benefit is also discontinued. In 
completing their explanation of this contention, 
the companies said: 


At an advanced age, disability is so much 
the natural course of events, and it is so diffi- 
cult to differentiate between disability and the 
infirmities of approaching old age, that pro- 
vision against it should be made in some other 
way. Life insurance companies sell annuities 
and endowments to cover such cases. 

The accident and health policy is generally 
a cancellable contract, stated the companies’ 
memorandum, and it does not provide for the 
same disability benefits as a life poficy. In 
conclusion, it was stated: 


It is urged that life policies containing the 
total and permanent disability clause are needed 
to meet the demands of and are in the interest 
of the insuring public. Alsv, that the ninety- 
day provision in such clause is one which largely 
eliminates controversies with policyholders and 
is thus in their interest. If the agents of com- 
panies issuing policies containing the total and 
permanent disability provisions misrepresent the 
same to applicants, the practice should, of 
course, be discontinued, and if such practice 
does exist, then to such extent the criticisms of 
Commissioner Smith are justified. So far as 
his other criticisms are concerned we submit 
that there is no merit in them. 


Organization Number 

I was surprised when my copy of the Organ- 
ization Number of THe Spectator came to find 
it such a big, fine publication. 

It was a splendid idea to feature the great 
value of co-operation as you have done in this 
number and I am very sure the insurance world 
will regard it as a most enterprising step on 
the part of Tue SpecTATOR management.—Wil- 
liam T. Nash. 


EXPERIENCE RATING 


Basis of Handling Compensation Risks 
Is Outlined 


SUMMARY BY CLARENCE W. HOBBS 





Special Representative of Commissioners on 
National Council Gives Detailed Data 
at Seattle Sessions 


Clarence W. Hobbs, former Insurance Com- 
missioner of Massachusetts and now special 
representative of the National Convention of 
Insurance Commissioners on the National Coun- 
cil on Compensation Insurance, read an 
extraordinarily comprehensive paper before the 
Commissioners’ meeting in Seattle, Wash., last 
week. Mr. Hobbs chose for his subject, “Expe- 
rience Rating in Compensation Insurance” and 
reviewed such aspects of the problem as eligibil- 
ity rules, the experience period, collection of 
data, modification factors and administration. 
In opening his remarks, Mr. Hobbs pointed out 
the difference between experience as applied to 
compensation insurance and as referred to fire 
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Special Representative of the Commissioners 


Council on Compensation 


Insurance 


on the National 


and life insurance. With regard to this dis- 


tinction, he said: 


It may be stated in the beginning, as is 
pointed out by Professor Whitney, that only in 
certain types of insurance can there be a prob- 
lem of experience rating. Where the casualty 
insured against is such that it can happen to 
the single risk but once, as in life insurance, or 
where its occurrence is rare and highly for- 
tuitous as in fire insurance, then the experience 
of the single risk has no significance in deter- 
mining the hazard on that risk. To determine 
the hazard on the basis of experience, it is 
necessary to refer to the experience of a great 
number of risks essentially similar, and identify 
the hazard of the single risk with the hazard 
of the class. 

Compensation insurance, employers’ liability 
and a few other types of insurance present, 
however, a very different situation. Here the 
single risk is not an individual, but a group, and 
the single policy insures against casualties or 
the results of casualties sustained by any in- 
dividual comprised by the group. A succession 
of casualties under a single policy is not only 
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‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts 
and Commissions of ‘‘The Best Company in Dixie” and We 
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CHAS. M. McCABE, President. 
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YOU may be the fellow we want. 
WE may be the Company you want. 
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ssible but anticipated. Moreover, the group 
is distinguished and defined from the rest of 
the community by reason of a common em- 
ployment, and this employment entails work- 
ing conditions and environment usually very dit- 
ferent from conditions prevailing in the com- 
munity at large, not infrequently notably dif- 
ferent from conditions prevailing in other em- 
ployments of the same general sort. Ina way, 
therefore, the single policy covers, not a single 
risk, but a class of risks; and if the group 
were large enough to afford what statisticians 
would regard as an adequate volume of expe- 
rience, there can be little doubt that the group 
experience would furnish the best and most 
direct evidence of the hazard on that particular 
risk. 

The speaker indicated that if a risk qualifies 
for experience rating, the company carrying 
the risk must, at least four months before the 
expiration of the policy, apply to the board or 
bureau having jurisdiction for an experience 
rating. All the data must be submitted and the 
board then verifies the data and, if the period 
covered is not complete, the data may be ob- 
tained from other carriers. Not all risks are 
subject to experience rating and the question 
of eligibility rules resolves itself into one of 
whether or not the risk is large enough to give 
credibility to its own experience and determine 
the rate thereon. On this point, Mr. Hobbs 
stated : 

Under the present council plan a risk to 
qualify for experience rating must have pro- 
duced during the last two years of the expe- 
rience period a payroll sufficient to yield at 
manual rates a payroll of $600. The limit in 
New Jersey is about the same, in New York 
slightly greater, in Massachusetts materially 
lower. None of the limits are, however, very 
high, nor materially higher than those used in 
1920. 

All risks which qualify must be experience 
rated. One of the objections to some of the 
earlier plans was that thev were applied only 
when the applications resulted in a credit, ex- 
perience debits being practically unknown: and 
this result is very apt to be forced by com- 
petition unless the application of the plan is 
compulsory, and also, be it said, unless proper 
machinery exists to enforce the application. 

The tabulation of data pertaining to any 
given risk was fully explained by Mr. Hobbs 
and the entire treatment of the risk by the 
National Council was outlined. The council 
plan, with its problem of modification factors 
and administration, was clearly set forth and 
the speaker said that in some States admin- 
istrative service open to all carriers was needed 
to cope with the situations that arose. Show- 
ing that a proper application of rates, with due 
regard to the hazards involved in different 
risks, was essential, Mr. Hobbs said that “the 
welfare of the employee demands that the 
careful employee receive proper consideration ; 
the reckless employee, proper penalties. To be 
sure, differentials can never supply the place of 
proper policing, but may serve as a valuable 
auxiliary.” In conclusion, the Commission- 
ers’ representative summed the question up in 
the following terms: 

It has been shown that classification of risks 
cannot entirely accomplish the desired purpose, 
for the classification cannot go beyond the gen- 
eral characteristics of the business. Schedule 
rating covers a part of the field, and serves a 
very useful and valuable purpose, and in case 
of small risks furnishes the only practicable 


method. To supplement the general purposes 
of classification and schedule rating, and to take 
cognizance of conditions which they cannot 
reach, but which nevertheless have an impor- 
tant bearing on the hazard is the function of 
and reason for experience rating. It is not a 
perfect device, and is capable of improvement. 
It is possibly susceptible to misuse, and if so, 
should be further safeguarded. It is doubtless 
more mechanical than the making of an allow- 
ance predicated solely on underwriting judg- 
ment, where this is permitted by law, but, on the 
other hand, is more uniform and less likely to 
be perverted to the uses of unfair competition. 
Hence it fills an important and useful place, nor 
does it appear that the ends it serves could be 
as well accomplished by any other means. 
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South Dakota, Chairman of the Executive 
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Commissioners 


Bankers Life Agents to Meet in Montreal 

Des Mornes, IA., August 4—AIl arrange- 
ments have been perfected for the annual edurca- 
tional pow-wow of the Bankers Life of Des 
Montreal, Canada, being the place 
selected for the big event. Bert Mills, assistant 
secretary, and head of the publicity department, 
A special 


Moines: 


will be in charge of the company. 
train will leave Des Moines over the Chicago, 
Island & Pacific, Saturday, August 9. 
The train will he composed of sixteen Pullman 


YD ~L- 
NOCK 


sleepers and will have aboard 350 persons when 
it pulls out of Chicago over the Grand Trunk 
line. A number of the agents will go by auto- 
mobile from as far away as Oklahoma City and 
Lincoln, Neb. 


in the $300,000 class. 


Only those are eligible who are 
Montreal was chosen be- 
cause of its far northern latitude and because 
of its histeric environs. The convention gives 
every promise of being ‘a great success for the 


company and for the agents. 
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COMPULSORY INSURANCE 


Massachusetts Commissioner Explains 
Movement Toward Auto Liability 


MATTER WIDELY DISCUSSED 


Public Demand for Financial Responsibility 
on Part of Owner and Driver Now 
Growing 

Wesley E. Monk, Insurance Commissioner 
of Massachusetts, outlined the subject of com- 
pulsory automobile liability insurance before 
the National Convention of Insurance Commis- 
sioners at Seattle, Wash., last week. Mr. Monk 
pointed out that the vast increase in the num- 
ber of automobiles on the nation’s highways has 
increased the accident frequency and that in- 
juries by such accident usually demanded some 
form ef compensation from the car owner or 
driver. In many cases, the owner and driver 
are not financially responsible and the injured 
Referring to the 
losses under this head and to the percentage 
of owners now insured, the speaker said: 


party has no recompense. 


According to figures of the National Auto- 
mobile Chamber of Commerce, I find the fol- 
lowing facts relating to this subject: 

(1) Number of cars insured for public lia- 
hility insurance: 


(a) By all classes of carriers...... 2,410,000 
(b) Stock casualty companies, 

members of the national 

LCC Ce 1 i ae oe ae aene ene Meee 1,690,000 


(These figures are estimated.) 
(2) Percentage of cars insured for public 
liability : 
(a) By all classes of carriers, 16 
per cent of the total. 


(3) Public lability premiums written in 
1923: 
(a) By all classes of carriers for 
public lability ......2..... $108,297,182 


(hb) By stock casualty companies, 
members of the national 


DECAY, so ncth.oc5cecorwaas 76,225,422 
({) Estimated number of public _ liability 
claims: 
(a) Against all insurance com- 

panies during 1923........ $147,000 
(b) Against bureau companies in 

COIR ooo 220 tented ts ace 103,000 


You will note from these figures that by 
estimation, only 16 per cent- of the owners and 
operators of motor vehicles are insured, and 
if this be true, then persons injured either in 
person or property by the unprotected must ob- 
tain their satisfaction or compensation from 
those owners and operators as individuals with 
no indemnitors. It is unfortunately a_ fact 
that a large proportion of the motor vehicle 
owners and operators are individually without 
sufficient financial responsibility to satisfy a 
judgment even of a small size, and the net 
result is that persons injured in body or in 
property are eventually without legal redress. 

This situation, continued Mr. Monk, has led 
to an insistent demand on the part of the pub- 
lic generally that the man who drives an auto- 
mobile shall have sufficient financial backing 
to pay for such injuries as he may inflict. Many 
bills have been proposed in the several States 
and a recent measure in Massachusetts, said 
Mr. Monk, would have become law had it not 
contained a provision for a State Fund. The 
arguments pro and con regarding this matter 
were carefully presented by the Massachusetts 
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CROSSING ACCIDENTS 





This Month May Have Greatest Num- 
ber of Fatalities 





233 KILLED LAST AUGUST 





Statistics Show That Majority of Auto- 
mobile Injuries Are Caused at This 
Time of Year 


Wasuincton, D. C., Aug. 4.—There will 
be more grade crossing fatalities during the 
coming month than during any other month 
of the year, it is predicted by members of the 
Interstate Commerce Commission, who have 
just supplied the joint conference on highway 
safety of the Department of Commerce with 
figures showing such accidents in detailed 
form. 

More motorists fail to beat trains to grade 
crossings in August than at any other time of 
year, the deaths resulting from such accidents 
figuring at ten per cent of the annual toll. In 
August, 1921, the commission found, 229 per- 
sons were killed and 512 injured in grade 
crossing accidents; in the same month of 
1922, 213 were killed and 535 injured, and in 
August of last year there were 233 killed and 

For the entire year 1923, the 
erade-crossing deaths were 2268 


570 injured. 
number of 
and the number injured 6,314, of whom 154 
later died. 

In many instances, the reports 
motorist involved in grade-crossing accidents 
was responsible for the deaths or injuries of 
others than his party. In 1923, motor grade- 
crossing accidents caused 20 train derailments 
in which two trainmen, two other employes, 
one passenger, 13 other non-trespassers and 
one trespasser were killed. Also, these derail- 
ments caused injuries to nine trainmen, two 
other employes, 46 passengers, three postal 
clerks or express messengers, and 24 other 
non-trespassers. In 17 other train accidents 
caused by motorists at grade crossings, three 
persons were killed and 23 injured. 

Study of the statistics, however, 
that while the number of grade crossing acci- 


show, the 


indicates 
dents has increased, both in number and in 
of total accidents, a 
with the 
1917 motorists 


decrease is 
f 


percentage 


shown when compared number 


automobiles in use. In were 
involved in 61 per cent of the total grade- 
1923, this percentage 


However, in 1917 there 


crossing accidents; in 
had increased to 84. 
were approximately five million machines and 
last year there were neariy three times that 
many in use. 

Pedestrians, having three times as many ma- 
chines to dodge as they did seven years ago, 
are using more discretion, and were involved 
in but eight per cent of grade crossing acci- 
dents in 1922, as compared with 14 per cent 
in 1917. The ratio of other vehicles involved 
in such accidents dropped from 25 per cent 
in 1917 to II per cent in 1922. 

These figures, while forming valuable statis- 
tics, are also useful to States seeking more 
stringent legislation against accidents. 


CASUALTY AND SURETY MEN’S 
CONVENTION 
Arrangements Being Made for Joint Meet- 
ing at White Sulphur Springs 

The joint and concunrent conventions of 
the International Association of Casualty and 
Surety Underwriters and the National Asso- 
ciation of Casualty and Surety Agents will be 
held in the Greenbrier Hotel, White Sulphur 
Springs, West Virginia, from September 23 
to 25, as already announced. Special trans- 
portation arrangements have been made in 
charge of C. W. Olson, chairman of the joint 
transportation committee, 110 South Dear- 
born street, Chicago, and all applications for 
reduced fare certificates should be made to 
him. 

Plans for special cars from the principal 
large cities are now going forward and a joint 
convention press committee in charge of F. 
Robertson Jones, 80 Maiden Lane, New York 
city, and Dorr C. Price, 1625 Insurance Ex- 
change, Chicago, has been appointed. Ac- 
commodations at the hotel should be secured 
well in advance and arrangements for reserva- 
tions are in charge of Harry Tait, manager, 
Greenbrier hotel, White Sulphur Springs, to 
whom all communications ‘referring to this 
matter should be addressed. 

Dr. A. D. Lazenby Appointed Chief Surgeon 
of Maryland Casualty 

Dr. A. D. Lazenby has been appointed chief 
surgeon of the Maryland Casualty Company, 
Baltimore, and with the appointment goes full 
charge of all medical activities of the company, 
including the home office dispensary as well as 
the surgical duties he held as chief surgeon of 
the claim division. 

Dr. Lazenby was graduated from the Uni- 
versity of Maryland and following the grad- 
uation served as_ resident 
Agnes’ Hospital, 
of the war, he entered the Medical Corps of 


physician in St. 
3altimore. At the outbreak 
the Army, graduating in November, 1917, from 
the Army Medical School in Washington. He 
then took a post-graduate course in orthopedic 
and reconstruction surgery under Doctors Al- 
bee, Whitman, Sayer and Hibbs. Dr. Lazenby 
served as captain in the Reconstruction Divi- 
sion of the Army until June, toro. Following 
this, he was assistant surgeon in the Wheat- 
land Hospital, Wheatland, until 
May, 1920, when he returned to Baltimore, 
where he engaged in private practice until he 
became associated with the Maryland Casualty 
Company in April, 1921. 


Wyoming, 


Death of Jarvis W. Mason 
The many friends of Jarvis W. Mason, vice- 
president of the American Surety Company of 
New York, will learn with deep regret of his 
death on August 5, at the Mount 
(N. Y.) Hospital. He had been ill but a short 


Vernon 


time. Mr. Mason was admitted to the bar in 
New York in 1885, and practiced law until 
1892, when he went with the American Surety 


Company as assistant to the solicitor, advancing 
with that company until in 1910 he was elected 
vice-president. 
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NEW OFFICE 


Northwestern Casualty and Surety 
Occupies Larger Quarters in 
Chicago 


EXECUTIVE STAFF COMPLETED 


Company Making Rapid Gains During 1924 
—Surplus Now $486,324 

Cuicaco, Iru., Aug. 4.—Scores of visitors 
thronged the office of The Northwestern Cas- 
ualty & Surety Company in the Illinois Mer- 
chants Bank Building, Chicago, on the occa- 
sion of its opening last Friday. Among those 
on the committee were G. L. Truitt, vice. 
president and general manager of the com- 
pany; Mr. F. L. Shove, manager of the cas- 
ualty department; Jay J. Reynolds, manager 
of the surety department, and H. H. Par. 
menter, the new manager. The office, which 
is located on the eighteenth floor of the build- 
ing, was a veritable bower of roses and other 
floral decorations, and the number of visitors 
attested strongly to the popularity of the new 
manager, Mr. Parmenter, who enjoys one of 
the broadest acquaintances in the insurance 
fraternity in the Middle West. 

All the officers of the Northwestern Cas- 
nalty and Surety Company are well known to 
the people of Chicago. Mr. Truitt for many 
years was manager of the casualty department 
of Marsh & McLennan. Mr. Reynolds was 
formerly in charge of the bond business of 
the Ocean and Commerciai. F. L. Shove is 
regarded as being one of the best casualty 
underwriters ‘in the country, and for many 
years preceding his appointment as casualty 
manager of the Northwestern, he handled the 
underwriting for the Zurich in the home office 
at Chicago. 

The Northwestern Casualty and Surety has 
an authorized capital of $1,000,000 and its an- 
nual statement of December 31, 1923, as filed 
with the Wisconsin Department, showed a 
surplus, excluding capital, of $486,324. 

Under the management of Mr. Truitt the 
company is showing a marked progress, and 
has increased its business for the first seven 
months of this year over $200,000 more than 
was shown the year previous. 

Through their new branch office they will 
write, in addition to the general casualty lines, 
all classes of fidelity and surety bonds re- 
quired by responsible principals in the trans- 
action of business. 


Lincoln Casualty to Make Slight Change 
in Name 

The new Lincoln Casualty Company of New 
York, notice of whose incorporation appeared 
in last week’s issue of Tue Spectator, has 
decided that the name of the company shall be 
the Lincoln National Casualty Company in- 
This slight alteration was recently ap- 
though no definite reason for the 
change was given. 
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FORM HOLDING COMPANY 


North American Organized by J. L. 
Babler and Associates 





BUY INTERSTATE CASUALTY STOCK 


Many Changes as Company Is Acquired, 
But Chester Newman Remains President 
Sr, Louis, Mo., August 1.—Jake L. Babler, 

organizer of the International Life Insurance 

Company, and former vice-president and gen- 

eral manager of agencies of that company, who 

recently disposed of his interests in the Inter- 
national to a group controlling the Standard 

Life Insurance Company, has announced the 

organization by himself and associates of the 

North American Company of St. Louis, a hold- 

ing company, to purchase the control of fire, 

life and other insurance companies with a view 
of disposing of the business by reinsurance and 
the liquidation of their assets. 

The North American Company of St. Louis 
is a Delaware corporation, with an authorized 
capitalization of $25,000 common stock and $2,- 
475,000 preferred stock. It has opened gen- 
eral offices in rooms 1801-1802 Railway Ex- 
change building, St. Louis, Mo. Mr. Babler 
has associated with him many well-known bank- 
ers and insurance officials and is assured of un- 
limited financial backing for handling his deals 
contemplated. 

Mr. Babler has also announced the closing 
of the first big deal for his new company, the 
purchase of 57 per cent of the outstanding cap- 
ital stock and control of the Interstate Casualty 
Company, with offices in the Times building, 
St. Louis. This company will continue under 
new management; the agency organization will 
be enlarged and new territory entered. The 
principal offices will be maintained in St. Louis 
and application will be made immediately for a 
license to do business in Missouri. 

The Interstate Casualty Company, it is an- 
nounced, will make a special drive for reinsur- 
ance business and excess line insurance. 

J. B. McCutchen has resigned as vice-presi- 
dent of the Interstate Casualty, and has been 
succeeded by J. D. DeBuchananne, secretary of 
the North American Company of St. Louis. L. 
J. Albert, Jr., and Thomas J. Hoolan become 
members of the executive board, while Emil E. 
Brill, former assistant auditor of the Interna- 
tional Life Insurance Company, will be treas- 
urer of the Interstate Casualty. D. B. Lightner 
continues as secretary and Chester Newman as 
president. 

The Interstate Casualty Company was orig- 
inally located in Birmingham, Ala., but the prin- 
cipal offices were removed to St. Louis several 
weeks ago when the company purchased con- 
trol and took over the American General In- 
demnity Corporation. 

Mr. Babler, with Massey Wilson, former 
President of the International Life Insurance 
Company, organized the International Life 
Holding Corporation in 1920 with a paid-in 
capital of 2000 for the 2000 shares of common 
stock and authorized capital of $4,908,000 of 


preferred stock. it is reported that Babler 
and Wilson sold their holdings in that corpora- 
tion in the recent Standard Life-International 
deal for $750,000. 

During the time that Mr. Babler was asso- 
ciated with the International Life Holding Cor- 
poration, that company acquired control of the 
Gulf Coast Life, Gulfport, Miss., and sold its 
assets and business. In conjunction with the 
International Life Insurance Company it pur- 
chased a majority of the stock cf the Con- 
tinental Life Insurance Company and sold it to 
the present management, which brought the com- 
pany to St. Louis. Later the International Life 
Holding Corporation acquired all of the capital 
stock of the Montane Fire, Butte, Mont., and 
liquidated the company. It also financed the 
purchase of a majority of the outstanding stock 
of the Indiana National Life, Indianapolis, Ind., 
and sold its business and assets. It acquired the 
outstanding stock of the Guardian Fire Insur- 
ance Company of Salt Lake City and liquidated 
its assets. The North American Company of 
St. Louis has several other deals hanging fire 
which are expected to be consummated very 
shortly. However, for the time being, details 
of these deals naturally must be withheld. 


REDUCE NUMBER OF ACCIDENTS 
City in Oklahoma Succeeds in Cutting Rate 
by 50 Per Cent 

OKLAHOMA City, Oxia., August 2.--A re- 
duction of 50 per cent of the accidents at Miami, 
the greatest hazard of this sort in the State, 
was announced by Judge H. C. Myers, chair- 
man of the Industrial Commission for the last 
six months. There are approximately 6000 men 
employed there and, previous to the inaugura- 
tion of a safety campaign about six months ago, 
the number of accidents was terrific, the judge 
said. One industrial company alone had thir- 
teen accidents in the six months ending Decem- 
ber 31, 1924, and but three the following six 
months, his records disclose. 

The tendency of industrial managers is to 
minimize accidents, and the campaign is meeting 
with more than satisfactory results, he said. 

The average time lost through accidents in 
Oklahoma in twelve months amounts to 7500 
3y this he means that it 
would take one man that length of time to make 
up the lost time, computing 6000 days on a 
twenty-year life expectation, depending, of 
course, upon the age of the injured man. 


years, he announced. 


Commends Special Issue 


There has come to my desk a copy of your 
invaluable insurance newspaper entitled “Organ- 
ization Number,” and I wish to state that of all 
the insurance papers and magazines which have 
reached my desk since being appointed as Act- 
ing Superintendent of Insurance of the Dis- 
trict of Columbia, I do not know of any more 
interesting and valuable. I shall certainly keep 
this constantly by me as I think it contains 
such information as will greatly help me in 
my work here. Please accept my thanks for 
this very valuable publication, and if at any 
time this department can serve you, please do 
not hesitate to call on us.—T. M. Baldwin, Jr., 
Acting Superintendent of Insurance, D. C. 


ay 
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CHARGE DENIED 


Oklahoma Underwriters Move Against 
Indemnity Company 


HAS LIABILITY CONTRACT WITH CITY 


Allegation Is Made That Oklahoma Mutual 
Could Not Pay Losses 


Crry, OKUDA: 


instituted against 


August 2—A 
some com- 


OKLAHOMA 
movement was 
panies writing liability insurance on automo- 
biles by the Associated Fire and Casualty Un- 
derwriters of Oklahoma City. The initial step 
was taken against the Oklahoma Mutual In- 
demnity Company. 

The mutual’s financial statement, filed with 
the State Insurance Commissioner January I, 
1924, listed assets at $13,778.85 and liabilities, 
$10,703.63, with a surplus of $3075.22. ‘The 
‘ity’s policies with the company, for which 


{Bn 


553 was paid, calls for a maximum payment 
of $10,000 on each accident, it is said. “How 
can the company pay $10,000 insurance on any 
accident with only $3075.22?” one of the asso- 
ciation officials asked. 

The liability insurance covers liabilities of 
the city when a city car injures anyone or 
causes damages, 

H. G. Oliver, attorney for the mutual com- 
pany, declares the old line companies are peeved 
because his company underbid by 33 1/3 per 
cent to get the contract. 

E. B. Cockrell, secretary of the mutual com- 
pany, announced that the company has a sur- 
plus of $10,744, in reply to the attack made by 
the association. At the present time, the com- 
pany has resources of $53,892, including $16,- 
252 in cash in the bank, he claims. The con- 
tract expires August 2. 


2 
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Sherman & Ellis, Inc., Sue Three Journals 


A Chicago dispatch states that three damage 
suits charging libel and aggregating $900,000. 
have been filed in the Circuit Court of Cook 
county in behalf of Sherman & Ellis, Inc.,. 
against the New York Journal of Commerce, 
the Insurance Field and the National Under- 
writer. Each suit charges damages to the 
amount of $300,000. Rufus M. Potts, who 
filed the suits, is quoted as saying that the 
actions charged the publications had printed 
false articles concerning the financial status and 
contractual relations of the subscribers of the 
Associated Employers Reciprocal, and that the 
subscribers and Sherman & Ellis, attorneys for 
the Associated Employers Reciprocal, have been 
damaged in the sums charged. 


Monarch Accident Buys New Home 

The growth and volume of business of the 
Monarch Accident Insurance Company, Spring- 
field, Mass., have led that company to pur- 
chase a building for housing the home office. 
The new structure will be turned over to the 
needs of the company about August 1 and is 
located at 14 Maple street, Springfield. 
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An Exceptional Opportunity 
for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 





HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


Premiums received during the year 1923...........cccceece $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc.............00+ ety 
RUNCEPR OE ETI MERI S i, o.oo) a.5 oc = 04: oa idl Goa A ohk Sst 60 '0 ws wiclwiGiaanore 2,401,507 
Actual Mortality 56% of the amount expected. 
ARMAND ERMINE sc 5a 504; o70sa'nin omis'etivieeie sae aieia Wenine see 247,373,210 
PAAMTNER EU NOMEN ons ow ce 5.0/0 95:0 dele elon oice cain sibel beidesieamud 48,655,222 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 


























Are You a Man 


Who is possessed of an ambition to do bigger and better things? 


Have you a clean record and the ability to secure and build up 
a high class Life Insurance Organization? 


Are you a man big enough to consider an attractive manager’s 
contract for Pittsburgh, Pa.? 


If so, we will be glad to get in touch with you and arrange for a 
conference. 


Address Agency Department, care The Spectator 











EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 














THE 


Boston Mutual Life Insurance 
Company 
77 Kilby Street “7% Company of the — BOSTON, MASS. 


H. O. EDGERTON orient E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms.of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 
jects. 

SEND TEN CENT STAMP FOR CATALOGUE. 
THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 

















Clarence J. Daly, President DENVER, COLORADO 
NEW and up to date policy 

i contracts. REAL SERVICE 

toPolicyholdersand Agents. 

By ‘ NOTSO BIG to lose sight of 


individual Agents, and big 
enough to serve its Agency 


nsuranceCompany : and Policyholders satisfac- 








SOUTHERN LIFE AND HEALTH INS. CO. 
r ‘“‘Oldest and Best’’ 


y 
Has openings for good debit men and business 














gory in, LOWA spd SOUTH * — BIRMINGHAM, ALA. 
open ror ents n 
DES MOINES, IOWA JAS. H. JAMISON, star P. 0. BOX 884 
The Home Life Insurance Company of America 
A Great Incorporated 1899 


Vite Great American) thurtual American 


policy pro- 
pate Campa vides com- 


’ plete pro- 
~ 8s, tection in 
’ Ohi 0’ Ss 
largest and 
strongest 
automobile 
MANSFIELD, OHIO insurance 
company. 








PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ga POLICIES contain valuable SPECIAL DISABILITY and 
TOTA ND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, preety John J. Gallagher, Treasurer 
. E. Bryan Kyle, Medical Director 
Independence i Philadelphia, Pa. 

















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











Three Essentials of Salesmanship 


By E. M. Freudenberger 


A leaflet which points out how salesmanship may be assisted 
by giving attention to the three features which are accentuated 








in this 
“KEY TO PRODUCTION”’ 
PRICES: 
Single copy 15 cents, 

BO SCGDIOS 6.6 oN iiaiee's + $2.50 1,000 copies.......... $25.00 
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THE SPECTATOR COMPANY 
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GETTING READY 


Health and Accident Underwriters’ 
Program Nearing Completion 








PROMINENT SPEAKERS LISTED 





Vice-President F. M. Feffer of Mutual Life 
of Illinois to Talk on Present-Day 
Practices 

The Health and Accident Underwriters Con- 
ference meeting in September promises to be 
the largest one ever held. The central location 
of Chicago, and the annual convention of the 
International Claim Association immediately 
following, furnish excellent prospects for a big 
and successful meeting. 

George Brown, member of the Michigan 
Legislature and chairman of the publicity com- 
mittee, Michigan Association of Insurance 
Agents, will open the program Monday fore- 
noon, September 8, with a talk on “Legislation 
and Publicity.’ Mr. Brown is a well-known 
Detroit insurance man and is an enthusiastic 
speaker. 

“Present-Day Underwriting Practices” is the 
subject of a paper to be given by Vice-Presi- 
dent F. M. Feffer of the Mutual Life of Illinois. 

The convention will hear something unusual 
when T. W. LeQuatte, manager of sales and 
service, Potts-Turnbull Company, Chicago, and 
former official and member of the executive 
committee, Associated Advertising Clubs of the 
World, will read a paper on “A Dual Obliga- 
tion.” 
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| COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 











ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 


























Round-table conferences will be held on the 
following subjects: 

1.—‘Is Active Co-operation of Insurance Or- 
ganizations to Change Public Impressions a 
Necessity?” W. W. Dark, presiding. 

2—‘The Growth and Development of 
Elimination Periods.” 

3.—“How Can the Termination of Policies 
at Ages 60-70 Be Handled to the Best Advan- 
tage?” M. W. Hobart, presiding. 

4.—“Sub-Standard Risks.” 


Wants Legislation Against Imperfect 
Boilers 

Des Moines, Ia., Aug. 2.—State Labor 
Commissioner A. L. Urick is endeavoring to 
interest Iowa law-makers in the absolute need 
of some legislation relating to protection 
against imperfect steam boilers. The only re- 
quirement in Iowa statutes is that boilers have 
safety valves, steam and water gauges, he said. 
As a result, boilers which have been rejected 
by insurance company inspectors for use in 
surrounding States flood the Iowa market and 
are widely purchased because they can he ob- 
tained at a reduction in price. 

“Not only are the engineers and firemen and 
all other employees in the immediate vicinity of 
such boilers in constant danger,” says Mr. 
Urick, “but also persons within one or two 
blocks. There have been many 
deaths in Iowa of innocent bystanders from 
flying pieces of steel thrown by boiler explo- 


cases. of 


sions.” 

Commissioner Urick said the law makes no 
provision for inspection by the State other 
than to see whether safety valves, steam and 
water gauges are functioning. He said no 
standards have been laid down for construc- 
tion and installation of boilers, such as in 
many other States. 


English Executives of General Accident to 
Come to United States 

PHILADELPHIA, Penn., Aug. 5.—F. Norrie- 
Miller, general manager of the General Acci- 
dent; William Low, chairman of the board 
of directors, and Sir John Hanbury-Williams, 
a director of the company, are planning to sail 
from England early in October to attend the 
convention of company’s agents at Philadelphia 


They will be given a cordial welcome in this 
country by Frederic Richardson, United States 
manager of the General Accident. It is 
planned to dedicate the new home of the com- 
pany on Walnut street, Philadelphia, in Oc- 
tober at convention time and the distinguished 
foreigners will then be the center of attraction 
for the company's delegates. 


UNION INDEMNITY’S NEW HOME 
Company to Have $1,000,000 Edifice in 
New Orleans 
The Union Indemnity Company, New Or- 
leans, has completed plans for its new home 
office building at Baronne and Gravier streets 
and work on the structure will begin as soon 
as the old building now on the site has been 
torn down. The new edifice will be in the 
design of the Italian Renaissance period and 
has been estimated to cost about $1,000,000. 
A feature of the Union Indemnity’s new home 
will be a vaulted ceiling in the lobby, which 
will be elaborately scrolled and decorated, the 

first of its kind in New Orleans. 











ArcHITECT’s DRAWING OF THE HoME OFFICE 
OF THE Union INDEMNITY CoMPANY, NEW 
Orteans, La, 











AMERICAN 
AUTOMOBILE 
INSURANCE COMPANY 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles’’ 











29 





THE SPECTATOR 


Thursday 











THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,643,444.07 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














‘Te lidelily ana ually Gtnpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1924— 
Dotal Assets 6.056666 Over Thirty-one Million Dollars 
Total Reserves..... Over Twenty-one Million Dollars 


Surplus to Policyholders...Over Nine Million Dollars 
Losses Paid to June 30, 1924 Over One Hundred 
and Seven Million Dollars 











CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 
uiasiity |Casualty Insurance| contract 

COMPENSATION FIDUCIARY 
AUTOMOBILE and — 
BURGLARY 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds pyc’ 
ELEVATOR L 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL iM ISCELLANEOUS 




















“INSURANCE THAT INSURES” 














st HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MorIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine Insurance 
Company will establish a few more agency con- 
nections. 


= 
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This is the kind of company it pays to repre- 
sent—a powerful organization, reliable service 
and a full line of desirable policies offering pro- 
tection on property and commercial activities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 


508 Walnut Street, Philadelphia, Pa. 

209 W. Jackson Blvd., Chicago, IIl. 

125 Trumbull Street, Hartford, Conn. 

204-14 Pine Street, San Francisco, Cal. 

Trust Company of Georgia Bldg., Atlanta, Ga. 











BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 























True Spirit of Mutuality 


“The Company has never at any time 
issued deferred dividend policies or other 
forms unfavorable to the insured.’’—Best’s 
Reports. 


It is not by accident, nor yet through 
salesmanship alone that the MUTUAL 
BENEFIT LIFE has grown consistently 
for 79 years. It is rather because of its 
strict adherence to the true spirit of mutual 
insurance and the ideals of service that 
have given it unique standing among the 
companies of the world. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark _: : : New Jersey 
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ORDER RATE CUT 


South Carolina Commissoner Alleges 
Discrimination 








TO BE EFFECTIVE AUGUST 15 


John J. McMahan Wants Schedule to Be 
Same As North Carolina—Believes 
Companies Now Charge Too Much 


John J. McMahan, Insurance Commissioner 
of South Carolina, has again given insurance 
companies in his State something to think about. 
The Commissioner alleged that the fire insur- 
ance companies operating in South Carolina are 
charging discriminatory rates on some proper- 
ties, as compared with the rates charged on the 
same class of risks in North Carolina and 
therefore he issued a show-cause rule to each 
of the companies. The companies filed a 
demurrer in which they pointed out that the 
fre loss ratio was higher in South Carolina 
than in North Carolina, due to the absence of 
a valued policy law in the latter State and due 
to building inspection statutes enforced there. 

The reply apparently did not satisfy Commis- 
sioner McMahan, for he said that the question 
was not about general averages but concerned 
certain classes of risks only. He stated that the 
companies refused to produce witnesses or any 
evidence as to the statistics required or the 
mode of arriving at rates in the State. 

Commissioner McMahan then, on Saturday of 
last week, issued the following order: 


I, therefore, order and require that these 
discriminations shall be removed and that the 
companies shall promulgate rates which are not 
discriminatory to be in effect on and after the 
fifteenth day of August, A.D., 1924, and that 
beginning on said day no higher rates shall be 
promulgated, charged or collected in South 
Carolina on said classes of property than are 
now charged in North Carolina on the same 
classes of property, as set forth in said rule to 
show cause. 

Furthermore, under the supplementary rule 
to show cause in this case, after careful and 
diligent inquiry and full hearing and investiga- 
tion thereunder, I find and conclude that the 
rates in South Carolina on country dwellings 
(buildings and contents) are discriminatory 
against these properties, as compared with the 
rates in North Carolina on like dwellings in 
towns, 

I, therefore, order and require that these dis- 
criminations shall he removed and the proper 
rates shall he promulgated hy the companies to 
he in effect on and after the fifteenth day of 
August, A.D., 1924, and that beginning on said 
day no higher rates shall be promulgated, 
charged or collected in South Carolina on 
country dwellings (buildings and contents) than 
are now charged in North Carolina on like 
dwellings in third class towns—that is, a frame 
shingle dwelling rate in the country instead 
of heing as now. $1.75, shall be $.95, and a 
Irame metal dwelling rate in the country, in- 
stead of being as now, $1.14, shall be $.52. 


Baltimore American Elects Directors 

Battrmore, Mp., August 2—The annual 
Meeting of the stockholders of the Baltimore 
American Insurance (fire), the first since the 
National Liberty acquired control last Febru- 
ary, was unmarked by any surprises. In the 
choice of directors the following of New York 


were named: Gustav Kehr, Gustav K. Kerr, 
George D. Tompers, Charles H. Coates. The 
Baltimoreans chosen were: John C. Distler, 
Carl M. Distler, Henry G. Von Heine, George 
E. Muhly, Dr. Frank C. Dressler, Fred W. 
Kakel, H. J. Herzinger, William Hofmeister, 
Edward J. Cook and Philip Volz. Officers will 
be elected later. 

DEATH OF COL. G. L. SHEPLEY 
President of Starkweather & Shepley Was 
Ex-Lieutenant Governor of Rhode 
Island 


Col. G. L. Shepley, president of Stark- 
weather & Shepley and prominent capitalist, 
died last Sunday at his home in Warwick 
Neck, R. I. Col. Shepley had at one time 
been lieutenant-governor of that State, and 
following this office was for many years an 
active member of the Starkweather & Shep- 
ley firm, who are United States managers for 
a number of foreign insurance companies. 
The firm has offices in New York, Boston, 
Chicago, Providence and Paris, and is one of 
the best-known in the insurance business. 

Col. Shepley, in addition to his commercial 
activities, was a recognized bibliophile and 
sportsman, and for years was president of the 
Narragansett Boat Club and the Providence 
Athletic Association. He was also a member 
of the Downtown Association of New York 
City and the Travelers Club of Paris. 





New York Standard Fire Policy Is Manda- 
tory in Virginia 

Ricumonp, VA., Aug. 
Bureau of Insurance has held on the author- 
ity of its counsel, Maj. W. C. Coulbourn, 
that all mutuals operating in that State will 
be amenable to the provisions of section 4227 
of the Virginia Code after January 1, 1925, 
This section 


4—The Virginia 


as well as the stock companies. 
as amended during the recent session of the 
Legislature makes the use of the new New 
York standard fire policy mandatory in Vir- 
ginia after that date. There are forty or 
county mutuals incorporated under the 
par- 
Major 
these 
policies 


more 
laws 
ticular 
Coulbourn’s 
mutuals will 
conforming to the amended statute. 


of Virginia, each issuing its own 


form of policy and, under 


construction of the law, 
issue 


be compelled to 


Hoey & Ellison Appointed by Federal Union 

Hoey & Ellison, the well-known New York 
city insurance firm, have been appointed agents 
in their territory for the Federal Union, and 
Charles D. Fraser & Co. will represent the com- 
pany in Brooklyn. These appointments were 
announced last week and have been under way 
for some time, as the Federal Union is most 
careful in its choice of agencies. The com- 
pany is a member of the Liverpool and London 
and Globe fleet, having been reinsured in that 
group in December, 1922. The Liverpool and 
London and Globe purchased its charter, in- 
creased the capital and surplus and elected 
Charles H. Nottingham as president. The 
Federal Union was organized in Illinois in 


1907. 
31 
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Rhode Island Insurance Did Not Wil- 
fully Violate Virgina Laws 





COMMISSIONER BUTTON’S OPINION 


Head of Department Refuses to Cancel 
Company’s License But Issues Warning 
RicuMmonp, Va., August 4.—Holding the view 

that the Rhode Island Insurance Company, 

Providence, R. I., had not wilfully violated 

the laws of Virginia, Hon. Joseph Button, Com- 

missioner of Insurance, refused to cancel that 

company’s license. Col. Button, however, did 

put the Rhode Island on notice that there must 

be no future infractions of the resident agency 
law. 

John E. Overby of Danville, formerly an 
agent of the Rhode Island, complained to the 
Virginia Association of Insurance Agents, at 
its recent annual meeting in Roanoke, that Vice- 
President E. G. Peiper of Starkweather & 
Shepley, general agents for the Rhode Island, 
had signed an endorsement to a policy which he, 
Mr. Overby, had refused to sign, the policy 
having been written below schedule rates. 

The Association referred the entire file of 
correspondence between Mr. Overby and Stark- 
weather & Shepley to the Commissioner of In- 
surance, who in turn invited Starkweather & 
Shepley to make such statement as they cared 
to make. The company set up as a defense that 
it was well aware that the policy had been writ- 
ten below published tariffs, but that it had 
instructed Mr. Overby to send a copy of the 
endorsement to the Richmond stamping office, 
and that it would be non-approved if the rate 
charged was not satisfactory to the Virginia 
Rating and Inspection Bureau. 

Col. Button took the position that this was 
not an unreasonable defense, in view of the 
fact that the Rhode Island is already on notice 
that he insists on immediate correction of all 
non-approvals over seventy-five days old. The 
most serious offense of which the company was 
cuilty was affixing Mr. Overby’s signature to 
the endorsement after he had declined to do 
so, and although this was only done to expedite 
placing the policy in the hands of a New York 
brokerage house with as little delay as possible, 
Col. Button warned the company that the act 
must not be repeated. 


Terre Haute May Again Be Second-Class 
City 

INDIANAPOLIS, IND., August 1.—Steps are be- 
ing taken to put Terre Haute, Ind., back in 
class in the matter insurance 
rates. Some time ago, the National Board of 
Fire Underwriters recommended a new fire 
alarm system, changes in hose wagons, regular 
electrical inspections and other changes. Ac- 
cording to Mayor Davis of Terre Haute, these 
recommendations have been complied with; the 
only recommendation not having been met is 
that for additional firemen. This is impossible 
at present, he says, because of lack of money. 


second of fire 
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Every Month a Star Month 





August— 


The lesson of Lorain, Ohio, makes August 
a fruitful period for windstorm, cyclone 
and tornado insurance. 


Star agents are showing that the excep- 
tionally low rate makes these policies an 
indispensable portion of the coverage on 
property in every section of the country— 
at all seasons of the year. 


Everything points to a real Star month 
in this profitable business. Not the least 
of which is the remarkable record for 
Specialty Line sales by Star agents in the 
last few months. 


m), _ 
SraR 
Insurance Co. 


OF AMERICA, 











THE COMPANY WITH THE L.&L.&G. SERVICE 














INTERSTATE CASUALTY CO. 


ST. LOUIS, MO. 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Total Surplus to Policy Holders Cash Capital Paid in $500,000.00 


CHICAGO SAN FRANCISCO 
830 Insurance Exchange Alaska Commercial 
Building Building 


SaLt LAKE City ALBUQUERQUE 
1015 Boston Building 112 South Third Street 


= louSTON 
Chronicle Building 
LovuISVILLE 


Gaunt & Harris 
Speed Building 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 




















Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—It affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—It increases efficiency. 

5—It promotes prosperity by stabilizing business. 
6—It distributes the burden of loss and affords an 


independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F. McFadden, President 


Executive Offices: 
511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 
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WAR-RISK COVERS 


Basis of Settlement Being Reached 
by Mixed Claims Commission 








COMPANIES TO GET $39,156,000 





Proposed Agreement Excludes Port-of- 
Refuge Losses—Awards Not Yet 
Confirmed 

Wasuincton, D. C., July 30.—As a result 
of German naval operations during the World 
War, claims were brought by various in- 
surance companies before the Mixed Claims 
Commission for losses to hulls and cargoes 
insured by them, amounting to $105,900,000. 
These losses arose under war risk insurance 
contracts against the perils of war as dis- 
tinguished from ordinary -arine perils. 

In discussing with a representative of the 
Mixed Claims Commission the action taken 
relative to these claims, we have been in- 
formed that a proposed basis of settlement has 
been reached between the American agent and 
the German agent. 

In handling claims before the Commission, 
the American agent represents the American 
Government and claimants in the same man- 
ner as an attorney would represent his client 
in a court of law. The German agent, of 
course, represents interests. The 
claims are prepared and presented by the 
American agent to the Mixed Claims Com- 
This Commission is composed of one 
American representative, one German rep- 
resentative and an umpire. In the event the 
American and German commissioners cannot 
agree on an award, the deciding vote is cast 
by the umpire. 

In the case of the war risk claims here in- 
volved, the American agent and German agent 
have reached an agreement as to a proposed 
basis of settlement. This might be likened to 
an agreement in court between opposing at- 
torneys as to the amount of judgment to be 
entered. Before it can be binding, however, 
it will be necessary for the Commission to con- 
frm it. As yet, such action has not been 
taken. 

The proposed basis of settlement 
upon by the two agents is that American pri- 
vate insurance companies should receive $39,- 
156,000 for their out-of-pocket losses on hull 
and cargo claims. The Veterans Bureau 
(formerly the War Risk Insurance Bureau) 
would receive $29,032,000 for its out-of-pocket 
losses. Besides losses on war risk insurance 
written upon hulls and cargoes, these also 
cover losses arising under war risk insurance 


German 


mission. 


agreed 


written on sailors. 

The figures given do not cover what are 
known as port-of-refuge cases. In other 
words any claim for loss incidental to putting 
into. a port of refuge as a safety measure is 
hot embraced in the terms of settlement. For 
Various reasons, the hull and cargo claims of 
some ten companies, amounting to $1,700,000, 
and the claims of admitted foreign companies 

It will be noted that this proposed basis of 
settlement does not cover the claims made by 


life insurance companies for amounts paid by 
them resulting from the death of policyholders 
because of German war-time operations. 
These claims are still under consideration, no 
action having yet been taken. 


LIQUIDATION OF CITY EQUITABLE 


Move Completed by New York Superinten- 
dent—Assets Are $1,046,664 


James A. Beha, Superintendent of Insurance 
of the State of New York, filed in the New 
York County Clerk’s office on August 1, 1024, 
a report covering the liquidation of The City 
Equitable Fire Insurance Company, Ltd., of 
London, England, from February 6, 1922, the 
date when the company was taken over for 
liquidation, to and including June 30, 1924. 

The report shows that the liquidator has 
assets in his possession of $1,046,664.06, after 
having disbursed $1,508,667.74. All American 
creditors of the company who have proved 
their claims have received 100 per cent and in- 
terest. There are, however, a few claims still 
pending and undisposed of, and for these 
claims the liquidator has reserved $470,680.57: 
the balance remaining of $531,000 will be re- 
mitted to the order of the British liquidator in 
accordance with a decision recently rendered 
by the New York Court of Appeals. It will 
be remembered that The City Equitable failed 
in England, in February, 1922, with a deficit 
of some three million pounds, due largely to 
the investment of several hundred thousand 
pounds of the reserve fund of the company in 
non-liquid securities, among which was the 
Ritz hotel in Paris. 

When cable messages, showing this failure, 
arrived in the United States, former Superin- 
tendent Francis R. Stoddard, Jr., immediately 
directed that the American branch, which had 
on deposit in the United States ample funds 
to pay American creditors in full, be taken 
over for liquidation. 

Clarence C. Fowler, chief of the Liauida- 
tion Bureau, has acted as attorney for the 
Superintendent of Insurance in this matter. 


Pennsylvania Association to Meet October 
16=17 

PHILADELPHIA, Pa., August 2—The Penn- 

sylvania Association of Insurance Agents has 

appointed the committees to arrange for its an- 

nual meeting at Altoona on October 16 and 17. 

The chairmen of these committees are as fol- 


lows: Program, P. J. Reilly; publicity and 
transportation, P. H. Faris: hotel, W. L. 
Nicholson; registration and hadges, J. R. 


Martin; entertainment, T. C. Parsons; recep- 
tion, D. H. Baird; finance, W. M. C. Crane. 


To Give Prize for Convention Title 

PHILADELPHIA, Prenn., Aug. 5.—The di- 
rectors of the Insurance Federation of Penn- 
sylvania have offered the present of a gold 
fountain pen and eversharp pencil for the 
name most applicable to describe the 1925 
convention of the federation at Bethlehem 
next May. 
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NO=AMOUNT POLICIES 


Companies May Use These Contracts 
in Kansas 


PREVIOUS ORDER REVOKED 


Rates Must Be Divided to Show Charge 
Made on Each Class 

TopeKA, Kan., August 2.—The fire insurance 
companies writing what are known as “no- 
amount” or “cash-value” policies, will be per- 
mitted to use these policies for motor car insur- 
ance provided there is a separation of the pre- 
mium accounts and that the rates should be the 
same as the stipulated amount of the policy. 
This was the ruling of William R. Baker, 
Superintendent of Insurance, following the 
hearing asked for by the companies writing this 
policy. 

When the policies first came out they were 
approved by the department. Later the depart- 
ment directed all the companies using them to 
abandon these policies in Kansas. They ap- 
peared to the department to be in violation of 
the law relating to the values and it was im- 
possible to separate the costs of the different 
classes of insurance—fire, tornado and theft, so 
that the premium taxes could be allocated. Fol- 
lowing the order to stop using these policies the 
companies asked for a hearing. The companies 
using the no amount policies and those opposing 
them were in session with the superintendent 
for some hours and the result of the hearing 
was the following order from Superintendent 
Baker : 

To All Companies Writing Automobile Insur- 
ance in Kansas: 

The ruling of this department dated June 23, 
1924, disapproving the so-called “no amount” 
or “cash value” automobile policy, as of August 
1, 1924, is hereby revoked. Such policies will 
he approved by this department upon compliance 
with the following conditions: 

1. The rates or premium charges filed with 
this department must be divided in such a man- 
ner as to show the charge made for each kind 
of coverage granted in the policy. | 

2. The premium charges therefor must not 
he in excess of nor less than for a “stipulated 
amount” policy granting the same coverages, and 
if such discrepancies exist new filings must be 
made correcting the same. 





The East-Prussian Fire Society During 200 
Years 

Under the above title a bock has been re- 
ceived from Germany in which the operations 
and findings of the East-Prussian Fire So- 
ciety during two hundred years are detailed. 
The volume contains two hundred and seventy- 
seven pages and is durably bound in special 
board. Chapters are devoted to the Society, 
its experiences up to the beginning of the 
nineteenth century, conflagration losses, re- 
view of events during the first half of the 
nineteenth century. insurance findings, opera- 
tion of insurance policies and the period to 
date. The book is an interesting commentary 
of events leading up to the depression follow- 
ing the World War and forms a valuable ref- 
erence for the history of insurance in the terri- 
tory included in the Society. 
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PHOENIX 


ASSURANCE COMPANY, LTD. 
OF LONDON 


100 William St., New York 


PHOENIX 


INDEMNITY COMPANY 


75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established _ 


LONDON GUARANTEE & ACCIDENT. r ¢0, Lid, "or sengax 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadelphia Branch Office 
Wood Building, 512-514 Walnut iSienet, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston, Mass. 








1824 1924 
One Hundredth 


Anniversary 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 





Reserve for Unearned Premiums .............. $1,251,042.79 

SRS ES 1 cre a 307,400.33 

CATT Or rene $500,000.00 

STR CTT 0 (Ta a rear 1,103,162.36 

Surplus to Policyholders................00. 1,603,162.36 
MIPORURGBOES oni 5a Sas se oa oe ea eeeien $3,161,605.48 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 

















LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN 3 INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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The Air Mail Service 


When those old boys of Forty-nine pulled up 
their stakes and left home and friends for the long 
hike to the gold fields of California, they burned 
all their bridges of communication behind them. 

Railroads came, in time, and later the telegraph. 
Through them, nation wide commerce was in- 
stituted and expedited. But even the telegraph 
and telephone could not supply what we have 
gained since our letters have literally been given 
wings. Today we do in hours what once took 
months. 

The air mail service with stations at the loca- 
tions of three of our managing branch offices is 
just another of the many modern facilities that 
are constantly at work to provide for the efficient 
handling of our business. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Eighty Maiden aoa New York, N. Y. 





HENRY EVANS Cash 
Chairman of the Board Capital: 
PAUL L. HAID vl is $2,500,000.00 
President pe Silly, Se ma pee eee 
“AMERICA FORE™ 
Chicago Montreal San Francisco 























THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 
Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards 
pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 
Selling Agents 
NEW YORK 
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CHICAGO 
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| FIRE INSURANCE NOTES AND EVENTS 




















NEW YORK SURVEYS 

The Increased Possibilities—A new bulle- 
tin has just been published on the Rosenwasser 
fre loss showing the correct total loss as $1,- 
370,903.03; the former bulletin put the loss at 
$100,000 less than this. Whatever specific les- 
sons may be worth noting in regard to this loss, 
it does bring into prominence one fact and that 
is the increase in the number of properties in 
the city of New York where large losses like 
this may be expected. That is, the values un- 
der one roof are so large that the possibility of 
losses of this size may be expected to occur at 
not infrequent intervals. Not so many years 
ago, a loss of this size in New York city even 
would have been considered a _ conflagration. 
The conditions are such now that losses like 
this may be expected once in a while and some- 
times twice in a while. The underwriting must 
be done accordingly. 

Premiums in New York City.—The fire 
premiums in the city of New York or, rather, 
in that part of it embraced within Exchange 
territory, almost reached last year the point 
which was reached in 1920, which was the high 
water mark for this territory. They run ap- 
proximately now $45,000,000, which was two 
and a half million less than the great year of 
1920. The value of this is that it is based on 
what may be considered as normal conditions 
and not the abnormal ones of 1920. The losses 
were somewhat more favorable than for the two 
previous years, but still leave the losses for the 
three years, 1921-23, at a point which shows a 
loss in the territory. That is, the losses, plus 
expenses, amount to more than 100 per cent. 


There is a feeling (and it is widespread among 
the local underwriters) that there has been 
introduced into the business a permanent con- 
dition of moral hazard which is quite different 
from that which existed prior to the war. It 
is different in the sense that while in the period 
prior to the war moral hazard was sporadic, 
since that time it is more widespread; in other 
words, a large body of the insured have come 
to feel that they can convert the potential asset 
of a fire insurance policy into cash at the 
moment which suits their necessity and not wait 
for the time when the accidental fire would so 
convert it. 

Insurance Institute of America.—At the 
meeting of the executive committee recently, in 
addition to the routine matters, it was decided 
to put in press at once the Fire, Marine and 
Casualty pamphlets, in order that the societies 
or individuals proposing te give or take the 
courses might have the earliest information in 
regard thereto. It is the general expectation 
now that the new equipment of by-laws may 
be ready for an early meeting in September, 
when the body of incorporators will be called 
together to pass judgment thereon. The feel- 
ing is that the attorneys will prepare the by- 
laws so carefully that they can be adopted at 
least for a beginning of the work with scarcely 
any change. 

The Commission Question.—We 
that this perennial subject, which has enjoyed 
that distinction for at least half a century, is 
a little more in the center of the stage at the 
present time than perhaps any other problem 


notice 


which confronts the business. The average 
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agent, of course, is exceedingly skeptical as to 
any effective regulation of the commissions and, 
perhaps from past experience, if the matter is 
left in the hands of the companies, he would 
have a right to be. His attitude is well illus- 
trated by that of a noted king of the Far East 
some years ago, who, on being informed that a 
certain country had become a republic, “began 
to laugh so exceedingly that he was overcome 
of the cough.” This precisely expresses the 
attitude of the average agent when a company 
regulation of commissions is mentioned to him. 
He “begins to laugh so exceedingly that he is 
overcome of the cough.” 

New Sprinkler Equipments. — Bulletins 
No. 2068-9 of the Automatic Sprinkler Depart- 
ment of the New York Fire Insurance Ex- 
change list twenty-three new equipments, with 
the following gradings: 

One, 20 per cent; one, 40 per cent; one, 50 
per cent; two, 55 per cent; two, 60 per cent; 
four, 65 per cent; two, 70 per cent. 

9 


BOSTON AND VICINITY 

The general agency of W. H. Brewster 
& Co. have been appointed Boston metropoli- 
tan agents for the Quaker City Underwriters 
of Pennsylvania for all lines. 

The special recess commission on the fire 
waste of the State, in whose membership is 
included Alfred E. Davenport of William E. 
Davenport & Sons, former president of the 
Boston Board, and Fred Porter of the 
Holyoke Mutual Fire, has been sitting this 
week. It is announced that incendiarism and 
over-insurance will be one of its principal ob- 
jectives. 

Daniel N. Handy, librarian of the Boston 
Insurance Library for the past seventeen 
years, has been honored by election to the 
presidency of the Special Libraries Associa- 
tion of the United States. Mr. Handy was 
once before president of this association in its 
early years. 

Kane-Spiller & Co., Inc., formerly spe- 
cialists in automobile lines only, have been 
appointed agents of the Richmond Insurance 
Company of New York for the Boston and 
metropolitan district. 

Awaiting the completion of the Employ- 
ers Liability building in Liberty Square, the 
head office staff of the Employers Fire and 
several departments of the Employers Lia- 
bility will take up temporary quarters in the 
Boston Insurance Exchange building in a few 
weeks. 


Virginia State Firemen to Meet August 
20=21=22 
Ricumonp, VA., July 15.—August 20-22 has 
been fixed for the annual meeting of the Vir- 
ginia State Firemens Association. The con- 
vention will be held this year at Harrisonburg, 
Va., and a large attendance is expected. 
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Miscellaneous Insurance 














STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











The Essence of Life Insurance 

One of the causes leading to the writing of 
the book entitled the Essence of Life Insurance, 
by William Breiby, F.A.S., of Fackler, Fackler 
& Breiby, the widely known New York firm of 
consulting actuaries, was the suggestion made 
by Simon D. Jones, formerly identified with the 
Connecticut Mutual Life Insurance Company 
of Hartford, as general agent at New York, 
and who had previously been engaged in agency 
work in the South and Middle West, and is 
now consulting general agent for the Connecti, 
cut Mutual. Mr. Jones has aided many life in- 
surance agents to a better understanding of 
the principles and functions of life insurance. 
Mr. Breiby availed himself of the suggestions 
made by Mr. Jones in the writing of his book. 

Concerning Mr. Breiby’s book, just published 
by The Spectator Company, Mr. Jones says: 

“I have always maintained that in order to 
train an agent in the proper way, he must have 
a true vision of the purpose and benetits of life 
insurance, which can only come through a clear 
understanding of the fundamental principles. 

“It goes without saying that I think well of 
The Essence of Life Insurance.” 

Mr. Jones’ opinion concerning The Essence 
of Life Insurance carries much weight. He 
has now retired from active general agency 
work but still retains interest in the education 
of avents. and is subject to be called upon by 
the Connecticut Mutual at any time to aid in 
the solution of knotty field problems, carrying 
the title of consulting general agent. 

The general theme of The Essence of Life 
Insurance is proving the sufficiency of the pre- 


miums, etc.; and it covers the functions of life 


insurance and how provided; deals with the 
hasie principles; shows the methods of calcula- 
tion of premiums and reserves; describes legal 
‘eserves and life insurance policies, and com- 
ments upon various fundamental phases of the 
business, as well as giving some excellent hints 
to agents, 

Some time ago Mr. Jones formulated certain 
ideas for use in the education of life insurance 
agents and submitted them for criticism to 
Arthur Coburn, vice-president of the North 
American Reassurance Company of New York. 
Mr. Coburn wrote Mr. Jones expressing his 
thorough approval of the general idea and in- 
sisting that he was convinced that there was 
a great demand for a publication along those 
lines, but that he knew of no one who was 
qualified to write it, because the man with the 
agency experience lacked the technical knowl- 
edge required for accuracy of statement, while 
the average actuary seemed unable to present 
the matter in such form as to be fully and 
With 


this letter, Mr. Jones approached Mr. Breiby, 


readily grasped by a non-technical man. 


insisting that he combined the necessary quali- 
fications, Mr. Jones having heard Mr. Breiby 
lecture before his agents at different itmes and 
being impressed with his simple manner of 
presenting somewhat technical features to lay- 
men. Thereupon Mr. Breiby undertook the 
writing of a book which has now been pub- 
lished under the title of The Essence of Lif- 
Insurance. 


National Convention of Insurance 


Commissioners 
(Concluded from page 3) 


J. P. Daugherty, Insurance Commissioner of 
3ritish Columbia, who is a guest at the conven- 
tion, was given privilege of the floor. 

At the afternoon session several reports and 
sources were 
3utton. Among 


communications from various 
presented by Secretary Joseph 
them was a communication from the former 
Commissioner of Thomas B. 
Donaldson, concerning double taxation through 


A resolution concerning un- 


Pennsylvania, 


retaliatory laws. 
authorized insurance was presented and tabled 
until December. 

The talk by Clarence W. Hobbs was well 
received. Clifford Ireland refused to read his 
paper on fire insurance investments and it was 
filed for future reference. 


Harry J. Miller Appointed 


Harry J. Miller, former accident and health 
underwriter for the New York city office of 
the Travelers, has been appointed superin- 
tendent of the personal accident and health de- 
partment of the Newark branch office of the 
United States Il idelity and Guaranty Com- 
pany. Schryver & Geyler are managers of the 
office, and have charge of the business for 
Northern New Jersey. Mr. Milier was at one 
time assistant manager for a number of years 
for the accident and health department of the 


United States Casualty. 
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Thomas D. Falkner, Hartford insurance 
agent, was among the insurance advertising 
men of this country who attended the special 
sessions of the insurance advertising depart- 
ment of the convention of the Associated Ad- 
vertising Clubs of the World at Wembley, 
England, last week. 

William E. BroSmith, first vice-president 
and general counsel for the Travelers In- 
surance Company, will give an address on 
“Current Events Insurancewise” at the Amer- 
ican Life convention at the Roosevelt hotel in 
New Orleans next October. Mr. BroSmith is 
attending the session of the American Bar As- 
sociation in Europe and is expected back in 
Hartford in September. 

Henry S. Robinson, president of the Con- 
necticut Mutual Life Insurance Company, has 
returned from California, where he attended 
a convention of the Connecticut Mutual Com- 
pany at Coronado Beach. 

H. L. Rogers of Lafayette, Ind., district 
manager in eighteen counties of Central In- 
diana for the Equitable Life Insurance Com- 
pany of New York, has received word that 
he is among the representatives of the com- 
pany who have met the requirements neces- 
sary to be a guest of the home office at the 
sixty-fifth anniversary celebration to be held 
in New York in August. Mr. Rogers, with 
his wife and daughter, will leave August 10 
to remain until September 1. 

Henry M. Marshall, vice-president of the 
Union Indemnity Company, in charge of the 
fidelity and surety department in New Or- 
leans, has arrived in New York city for a 
short stay in the East. Mrs. Marshall is ac- 
companying him and the couple will remain in 
that part of the country for several weeks. 

Phillip Brown has been appointed Virginia 
special agent for the American Eagle of New 
York succeeding Frank Minter, who recently 
resigned to accept a special agency for the 
Home in North Carolina. Mr. Brown has 
formerly been special agent for the Virginia 
Fire and Marine. 

Thomas J. Grahame, vice-presidert of the 
Globe Indemnity Company, has accepted the 
invitation of Bartlett Arkell, president of the 
Beech-Nut Packing Company, to serve on a 
committee of nationally known executives who 
act as judges in a national salesmen’s contest, 
in which $500 in prizes is offered for the ac- 
counts of the best sales consummated in Au- 
gust. The committee of judges, of which Mr. 
Arkell is chairman, consists of the following: 
T. J. Grahame; H. K. McCann, president, H. 
K. McCann Company, New York; Thomas 
C. Sheehan, president, Durham Duplex Razor 
Company; Norval A. Hawkins, sales execu- 
tive, Detroit; A. MacLachlan, _ secretary, 
Square D Company, Detroit; A. C. Fuller, 
president, Fuller Brush Company; Philip C. 
Staib, director of sales, Francis H. Leggett & 
Co.; fF. D. Van Amburgh, editor, “The Silent 
Partner,” and EF. A. Nellis, sales manager, 
Beech-Nut Packing Company. 


Pacific Coast Fire Chiefs to Meet 

Los ANGELES, Cautr., Aug. 1.—The 3ist 
annual convention of the Pacific Coast Asso- 
ciation of Fire Chiefs opens a four-day ses- 
sion at Pasadena, Calif., August 5, to cen- 
tinue to August 8. The program arranged by 
Secretary Jay W. Stevens is a varied one and 
department heads from cities in Idaho, Ore- 
gon, Washington, Montana and California. 
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Field Annuals 


Insurance Directories 


for 


Tennessee 
North Carolina 
South Carolina 
Virginia 


*Greater New York 
+New York State 
New Jersey 
Kentucky 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| Winthrop M. Crane, Jr., President | 





This Company has always pursued those policies 
in the conduct of its business that have given it 
a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to 
its policyholders. 


Has always extended reasonable assistance and en- 
couragement to its representatives to develop 
and hold their business. 


Its policy contracts give to each individual insurer 
full protection, safeguarding, at the same time, 
the interest of all its policyholders. 


FREDERIC H. RHODES 
Vice-President 


JOHN BARKER 
Vice-President 
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A Casualty Company 
with a fifty-two year 
old record for genuine 
insurance. Entered in 
almost every state and 
Canada. Writing all 
Casualty Linesinclud- 
ing Burglary, Plate 
Glass, and Special 
Risks. ©Y GO LW WD 


ZURICH GENERAL ACCIDENT AND 
LIABILITY INSURANCE CO., Ltp. 


HEAD OFFICE EASTERN DEPT. 
INSURANCE EXCHANGE 45 JOHN STREET 
CHICAGO NEW YORK 











Do You Ever Dream? 


Nearly every life insurance agent does dream. He dreams 
of an agency contract that will offer him unlimited opportunity 
with a constant incentive to greater personal production and 
to agency building. A contract that does not constantly 
hamper, restrict and limit his activities. A contract that gives 
complete assurance that he is protected and will receive the 
fruits of his labors. A contract with no one to interfere be- 
tween him and the Home Office. A DIRECT HOME OF- 
FICK CONTRACT with liberal commissions and UNRE- 
STRICTED TERRITORY. A flexible contract—Commis- 
sions automatically increasing with production, and doing away 
with the annual squabble for a better contract. A contract 
giving VESTED RENEWALS. 

What more could any one ask? 

Oh, yes! PERFECTED ENDOWMENT POLICIES to 
sell. The objection of most agents to endowment policies is 
removed by returning the premiums paid in excess of the 
ordinary life premiums in the event of death. 


And all of these advantages in a rapidly growing company, 
unsurpassed in service to policyholders and agents. A com- 
pany licensed in sixteen states, with Sixty-five Millions of in- 
surance in force, with Hight Hundred and Highty Thousand 
Dollars surplus to policyholders. 

You have dreamed of such a contract but if you are the right 
sort of man you can actually possess one. TLet’s get acquainted. 


The Company where dreams come true. 


THE COLUMBUS MUTUAL LIFE INSURAVCE COMPANY 
COLUMBUS, OHIO 


Cc. W. BRANDON, President. D. E. BALL, Sec’y & Actuary. 
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